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This Is Your Credit Bureau 


These files contain the names of 


your friends and ours, customers who 
pay promptly and customers who are 
careless about their obligations. 


Don’t take chances when all this 
valuable information is yours for 
just the effort of a phone call. 
Call your local ACBofA affiliated credit 
bureau and ask for a Factbilt report. 


Reports anywhere through affiliated members of 


Associatep Crepit Bureaus of America lnc. 


7000 Chippewa Street St. Louis 19, Missouri 
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Cut Collection Costs 


with 


LOW COST NOTICES 
all-tn-one-fecece { 


MAKES COLLECTIONS 
EASIER, FASTER... SAVES 
50¢ ON EVERY DOLLAR! 


IRIPLE-DUTY combines outgoing 
envelope, notice form and return enve 
lope i one piece. Costs less to handle, 
brings in delinquent payments faster. Can 
be used in series of first, second and third 
notices. But first notices in TRIPLI 
DUTY form do the bulk of your collec 
tion job. Make it easy for customers to 
remit payments promptly, resulting in 
improved collection efhciency. Only 2¢ 


postage, mailed anywhere in the U. 5 


Your mail gets first-class attention from 
customers, but you pay only third-class 
rates when you use TRIPLE-DUTY. Send 
in the attached coupon for your com- 
plimentary samples and price list. See 
for yourself what TRIPLE-DUTY can 
do for you! ¢ lip the coupon and mail 


it today 


HODES-DANIEL COMPANY, Inc. 
Dodeeee) SOS Hemeth Svensn, toe tone 


Envelopes) 


Hodes-Danie! Co. 

352 4th Ave., New Yor 
Gentlemen: Please s 
of TRIPLE-DUTY Col 
NAME 

ADDRESS 


city 
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You Cant Be a Boss 


John C. Faris 


Manager, Customer Business Department 
Union Electric Company of Missouri 
St. Louis, Missouri 


An Address Given at the Annual Conference of the N.R.¢ 


workers inevitably will affect either 


| I WAS MONDAY noon in a busy downtown store the 


and the “boss” of the service department was waiting quantity of the work or the produ t 
by the time clock. esults are detrimental to both the employer ar 


“You're fifteen minutes late from lunch!” he roared at ploy as well as to the investors in the busines 


a returning employe us might be startled if we ly knew how n 
The employe shrank with embarrassment. Then a hot human conflicts are happening around | 
resentment crept into his tace He straightened his 


shoulders and glared at the boss 


Is every 


Nobody questions the worth of what it 


it « 
men and women to use the tool 
What's it to you?” he snapped sional people spend years in college and post 


‘The boss’s mouth dropped open at such impudence. A betore becoming qualified as practicing lawyers, doctors 


graduate 
second later he clamped it shut, withered the employe dentist engineers or accountants, Most stenog: iphers 
with a vindictive glance and stomped off to the depart have taken outside courses in 
ment head's office 


addition to those 
high school, in order to become proficient. Nearly all 
‘It’s a plain case of insubordination! We ought to rger corporations, and many of the 


smaller ones have 
suspend the guy for a week to teach him a lesson!” he 


ecialized training courses tor various types of personnel 
, — : = 
concluded loudly, after unburdening himself to the de r o develop and improve the 


WOTKING SK lls 
partment head 


where too many executives have tallen flat on thei 


Meanwhile, the employe was trying to bring his own tailing to learn themselves and to teach thei 
churning emotions under control so he could be civil personnel the fundamentals of getting 


with his customers that afternoon. What a mess! And tellow worker 


Ss limes have change 
it all took place in less than ten seconds. 


man or woman who Is responsible tor getting high qual ty 
That incident actually happened. 1 will come back to production from a group of workers today cannot be a 
it later : but for the moment it illustrates that ““Y ou cant DOSS He must be a le ider 


be a boss!” Anyone who expects to get results through Please do not expect me to set myself up as an expert 
others must be a leader! in these matters. Many of you, no doubt, have read more 
Let us first take a look at the objective of good leader books and articles on foremanship and supervision than | 
ship. The most concise definition that I have seen, and have ever seen. Most of what | know about the subject 


one that everybody can understand, is: “To produce a has been gained the hard way from 30 years of my own 


greater quantity of quality products in less time by experience in the business world Kither by being pushed 


making the best use of the manpower, materials and iround or mistreated by someone h superior authority 


machines available.” ind resolving not to treat anyone else the same way; or 


ane Lidia ee | WTS 
This objective is important to every businessman. It making bitter mistakes of my own which later back 


} 
cCiene 


is the goal of everyone who directs the work of other peo and, I hope, taught me a lesson. ‘The old 


ple, from the president of a company down to the first he best school is the school of experience 
line foreman or supervisor. It applies to professional gh I'he only trouble is that the diploma of the ol 

- a he ‘ : lea : = 
men, even in the case of a dentist with only a technical of experience is a tombstone We tony 


. rh! | > . s to , 
assistant, or a receptionist. It applies to every credit of enough Nobody knows all the answer I iny 


a > aco hart > ] l tt vdat tals ; 
fice and its personnel he same principle of good other problem; but we can look at the fundamentals o 


la 
leadership is not only effective in business but crops up in what makes human beings “tick and see if there are 
all phases of our social lite whether it be a bridge club or some easier and more thoughtful solutions 

a church group, a lodge, or a bowling league. Someone What Does the Worker Want? 
is always looked to for leadership. Remember the old 7 
saying, “When two people start working together on a Let us first examine the question “What does the 
job, before the end of the day one of them will be telling worker want?” All of the ramifications what any 
the other what to do!” It may not always be true, but individual worker or group of workers want. or 
the chances are quite good that one individual will be think they want, may be boiled down 


leading the other for the purpose of this discussion into three elements 


ind summarized 

U m ) , ~ 1 > 

Many incidents similar to the one | have cited are 1) Money, (2) Security, and (3) Job Satisfaction. Let 
occurring im our; employer employe rel ationships every me briefly elaborate on each of these three points 

day. Compounded many times, their cumulative effect Most people, I believe, work because they 


have to, not 
may result in open labor strife in some of our organiza because they want to. Very 


tew hun in beings on the 


tions. In others, the continuing impact of ‘“‘bossism” upon face of this earth devote their lives to a “labor of love 
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and this even extends to some phases ot the 


philanthropic organizations It certainly does not apply 

reat mass ot gaintully emploved workers whon 

discussing here today, nor to their toremen 

department heads, nor eve ce presidents, | 
chairmen It we 


Monday 


ness 


expe 
adder 


not 


e¢ anew em ( 


PREAT YOU PLE AS INDIVID 


u erin W 


toren that 
guy the fi I : me more 
yonna fit 1 The that such i 
probably looking for a would sooner o 
later fire the worker. Yo lo not do that any more! 
And those concerns that still operating without orgar 


ire 


nion I PEOPLE ABOL 


zed labor t the pur 
to have nion one days The labor u 


under mass defense 


in feel insect 
Some peop 
throw thei I ) How car 
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It you are going to rearrange the office layout, tell the 


people involved, and why! 


If you should install a new 
filing system, or change a procedure, let them know about 
it. If you move the whole office to a new location, show 
the people where their work place will be, and listen to 
their comments and suggestions. Everybody likes to “get 
into the act.” 


3. GIVE CREDIT WHEN IT IS DUI It is a 
sad commentary on human nature that too often a super 
visor is quick to give an employe a “kick in the teeth,” 
but is reluctant to give him a “pat on the back.” Cer 
tainly we have to use reprimands for breaches of dis 
cipline; of course errors in work performance must be 
called to the employes’ attention. But the value of a 
properly timed and carefully expressed, “Well done, 
Joe!” or “That was a swell job, Jane!” cannot be under 
estimated. I do not mean flattery, or undeserved praise 
or favoritism. I mean that if a worker has done an ex 
ceptionally good job or has been unusually faithful, tell 
him so. And, furthermore, he will 
break his neck to do a better job from then on 

4. PAY ATTENTION TO) WORKING CON 
DITIONS. This principle contributing to job satisfac 


He will love it! 


tion has been so much discussed in shop and trade maga 
zines and even in the newspapers that it need not be 
elaborated on here. Fresh air, good lighting, proper 
working tools, and every other possible help within reason 
should be planned to make the worker as comfortable as 
possible in his job. Naturally, it would not be feasible 
to install air conditioning in the boiler room of a power 
plant where the temperature may reach 150 degrees. But 
there are many, many things which can be done which 
will contribute to the comfort of the employe and, sur 
prising enough, at very little cost. There are times, of 
course, when you cannot reasonably comply with workers’ 
requests But if you cannot, never fail to talk to the 
workers and tell them why. 


5. KNOW YOUR EMPLOYES IN PERSON 
The bigger a man’s job is, the more important that this 
be done. There are too many vice presidents who come 
to their offices in the morning and sit at their desks, go 
out to lunch and return, and go home from the day with 


go to the 


out ever leaving that office except possibly to 
washroom. ‘They vegetate but do not circulate! Any 
body who has to see the “‘boss” has to go into the throne 
room. He cannot be bothered to go down the line and 
see the little people at their desks or at their machines 
That man is missing something. Sure, he is busy and he 
does not have time. But the busiest men always seem to 
have the most time 

This does not mean that an executive has to gallivant 
around the building all the time like a rabbit looking for 
a hollow log. The point is that he should take a few 
minutes from his office once in awhile, maybe only two 
or three times a year, to walk through his department 
or his shop or his storeroom or his store, and see his peo 
ple at their work. They love it, and furthermore, they 
will not be scared of him 

There are many other factors which may contribute 
to job satistaction. Compared to money and security 
job satisfaction is a state of mind we definitely do some 
thing about. Think of it in terms of the objective of good 
leadership which was stated earlier, “To produce a 
greater quantity of quality products in less time.’ 
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There is no general panacea for labor relationships, 
and any man who sets out to prescribe a fixed set of rules 
would be considered a fool. Standard rules do not work 
because people are different. “The workers are different 
from each other; the supervisors and foremen likewise 
are different from each other. And the problems are also 
diftcrent. 

There is one general set of rules on “How to Handle 
a Problem,” however, which are among the best They 
were drawn up by a team of experts with many years 
ot experience in labor relations in some of the largest 


This set of rules may be 


corporations in the country. 
familiar to many of you, because they were used by the 
War Manpower Commission during World War II, as 
a part of the program entitled “Training Within In 
dustry.” They were spelled out by Walter Dietz, of the 
Western Electric Company, when he was one of the 
team which drew up the War Manpower Commission's 
program. ‘They are brief, easy to remember, and valu 
able to use. They apply to all sorts of labor problems 
but most particularly to grievances. Here they are, al 
most verbatim. 

First, GET THE FACTS 


each individual case. Find out what rules and plant 


Review the record in 


customs apply. Talk with all of the individuals con 
cerned. Get the opinions and feelings of those who know 
something about the case. Be sure you have the whole 


story. 


Second, WEIGH AND DECIDI 


gether. 


Fit the facts to 
Consider their bearing on each other Check 


practices and policies. What possible action can be taken ? 


Consider the effect of whatever action may be taken on 
the individual, on the work group, and on production 


[jo not jump at conclusions! 


Third, TAKE ACTION 


this yourself? Do you need help in handling? 


Are you going to handle 
Should 
you reter this to your supervisor or someone else ? Be 
careful of the timing of any action taken Do not pass 
the buck! 

Fourth, CHECK RESULTS How soon 
follow up the action taken? How often sh 
check to see what happens? Watch for changes in 
put, in employe attitudes, and relationships Did your 


> 


action help production 
Where Are the Facts? 


Now, let us go back to “the hellish scene” of our initial 
example where, you will recall, the boss jumped dowr 
the employe’s throat because he returned late fron 
What were the facts? 


The job of that particular group of employes 
l he greatest number 


ple usually came in during the middle ot the d 


of waiting on the public 


help was short because the employes themselves had to 


take time out for their own lunch hours Customer 


trafic was usually heaviest on Mondays, the day the 
, 


The supervisor was well known tor 
} 


incident occurred 
his ability to get along with other people ut, being 
scientious about the customers, it was obvious that he fl 
off the handle at the employe without thinking what the 
results might be 

On the other hand, the man who was late returning 
from lunch had rarely, if ever, committed such an oftense 


previously. Also, he was one of the best service men 








the department. Furthermore, he had a good reasor 


being late having een commissioned by hs éllow em WRITE FOR LOW-COST TEST-PLAN 


ployes to buy a wedding present for one of their 





who was getting married the next day There we 26" success-year with Hecht's; Foley's; Jordan Marsh; 


the facts underlying the incident where the boss May Co.; and other top stores, large and small 





Where the heck have you been?” and the man answered For ace Akron store, our unique mdse.-fashion approach opened 


pp wigs hed lap tina amen: Ay 1,000 NEW ACTIVE ACCTS 
’ . 


After determining the facts in the case, the de partment 


head realized he had a serious problem. For one thing ¢ 
the employe deserved some sort of reprimand for report for each 


ing late and not advising his immediate supervisor, but 


New Accts. opened for Goerke's, N. J 
not to the extent of a layoff without pay On the othe 3000 bought during the first year alone $301,000 | 





hand, a certain amount of face saving was necessary tor 


the floor supervisor but, much more important, he had to WE REVIVE 50% te 70% INACTIVES 


be educated that in this case he should have acted 


: (50'~) Inactives in foamed Texas store | 
leader and not as a “boss.” What to do? A\ttrer 3725 bought within six months, at Ya «© cost $241,000 





ng these considerations carefully, the department Yes! Com with any other way! 


decided to let both the supervisor and the emplove 


ott That afternoon he did noth ng, except to sugge LESTER broxman COMPANY 


} 
160 FIFTH AVENUE, N. Y. C. 10 


to the supervisor that he go back to his office and 


it over. 





Ihe next morning he reviewed the facts with the 


SUPeTVISOT By that time the n lized » had been periodically to discu personnel and labo 


too hasty By that time, also, the employe regretted fly Fach such conference led by a trained and skillful 


} } 


ing off the handle himself, and ing back to the “boss chairmatr » does not contribute his own opinions to the 


like he did Late that afternoon, at the suggestion of conclusions of rrou He tactfully draws the « 
the department head, the floor supervisor went to th terees out ‘ speak freely hese men 


man and frankly ip logized tor flying off the handl often su ised to | t prot lems which have seem 


. . : . 
und then asked the man if he realized how serious it was ery difhcult mong i particular worker ha 


t 


on th ! 


that he had spoken in haste 
} 


worried at being late As a matter of tact, he had gulped hour conterence ’ upon them that their ¢ 


because he himself had been » lon enough to ’ t na sere ft twe 


r 


o prolong his lunch hour when he was so badly needed solved quite simply unother foreman in another 


he job he man immediately said that he was sorry department The ‘ men are pulled off the 


his lunch to return on time still had not made it 1 ! ement concernes ubout the effectiveness of thei 


The interview ended with the il friends! if ers lime does permit an explanation 


spect between these two men 1 ! il sure you that it 
This formula will not always 

worth trving It 
ies ind te 
caretull 
there mmpi 
han anyvbod 
or po 
one qualiti 


toremen and s cal up ind ‘ ‘ { yt | roug ort other 


Supervisor Can Improve Himself 
PHE INDIVIDUAL SUPERVISOR 


sident of a company the toremar 


whi h 
Supervisor 


rroups or 





Revolution in the Field of Credit 


FRED S. KRIEGER, Manager, Credit Bureau of Milwaukee, Milwaukee, Wisconsin 


LL ABOUT US 1s evidence of change. Ina 
generation just passed tremendous changes 


The ex 
| 


in our way of life have come to pass. 


panded use of electrical energy has brought about 


It has emancipated the 
housekeeper from kitchen and housework drudg 
ery and it has brought happiness, education and 


enlightenment through radio and television. 


revolution in the home. 


The past generation has changed the auto from a rich 
man’s luxury to the poor man’s necessity Even many 
untortunates on public relief are permitted to retain their 
iutos so that it may be more convenient for them to seek 
employment if they have a desire to do so There ha 
been a revolution in our way of life 

Change has also been at work in the field of 
We are in a revolution. Once there was the accepted 
concept that only those counted as people of means were 
' 


entitled to the credit privilege It was unthinkable to 


consider extending needed credit to the honest of meage 
circumstances, 

lime changed that too “ that the honest with 
record of stable and gainful employment, though lacking 
in worldly wealth, can acquire those things in life that 
make for better living and vreater enjoyment lime tlso 
proved that inherently most people are honest and will 
pay their just obligations if able to do so 

In the early days of consumer credit it was the uccepted 
practice that all channels of credit investigation had to be 
pursued so that the facts of life could be ascertained. To 
open an account correctly, a complete application was con 
Detailed information about the cus 
Credit 


management required that the Credit Bureau establish a 


sidered paramount. 


tomer's past and present activities was a must 


customer's identity, history, character and resources, in 
addition to supplying trade and public record information 
No one can quarrel with the conviction that the more 
intormation developed about a customer the less likely 
that customer will turn out to be a credit liability. We 
all agree that the principle ot complete information ts 
sound and reduces credit losses. However, because of 
this principle, Credit Bureaus are being short-circuited by 
i certain segment of retail ny l have been told some 
mail order concerns, requiring a comprehensive credit ap 
plication from the customer, have found that because of 
the inherent honesty of the customer the need for verifica 
tion of the information contained in the application is 
not always a necessity. Years of experience have proved 
that some companies can well afford to take the risks of 
loss since a comprehensive application saves the cost of 
credit investigation. They also enjoy a generous profit on 
service and carrying charges that offsets credit losses 
While cost is a factor in the elimination of Bureau 
service, the major reason, | believe, for eliminating Bu 
reau service is quicker customer service. In the opinion 
of some retailers the advantages of prompt customer 
service far outweigh the disadvantages of credit losses 
Some department stores in our area at mail 
orders, Merchandise up to a certain limit is shipped on 
credit without benefit of a credit report. Reports are 
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then ordered after shipment. This practice resi some 


traud and poor « redit, but man wement tee n 1s 1S 
plus business and the losses resulting not ¢ 

‘There are two things that influ 
service cost and speed 
group, assume greater risks 


conditional sale 


contracts 
service and carrying charg 

There are two maj 
merchants in the extension of credit 
job, and ,) py p< It the 
a steady job is undesir ible if he 
accounts with other instalment merc! 
suttered repossessions, he is i questior ible risk 

But few instalment merchants are concerned about 
open account obligations moral hazar te 
Because ot the le ‘rage of repossession ar d the absence 
of knowledge of inability to meet current monthly in 
stalments on other time accounts, such me 


teel the hazard too vreat Bex iuse instaiment met 


feel no need for antecedent or background data 
clamor for the so-called instalment file which 
new service 

The success of Bureaus operating suc h 
is well known Most Bureau Managers 
have been at some time or other pressured ”y the instal 
ment segment of their membersh p tor a file of this char 
acter Now the cost of maintaining both conventional 
ind instalment files in the same Bureau represents addi 
tional operation il expense which may or ma not be 


justified, 
Changes in the Field of Credit 


Yet revolution in the field of credit n 
change We is Bure iu M inagers n 
offering this service whethe » like it ¢ 
where we hear about high Credit Bureau 
ur subscribers pay the bills for Bureau 
today are in the mood to recommend and 
creased service charges at this time, particula 
earnings of some of our members Dusine 
Yet, on the other hand, they are unwilling 
lesser service for the price they pay tor respective servi 
Expensive personnel and higher operating costs have put 
the bite on Credit Bureaus If hig her charges for services 
ire unobtainable how then can Bure ius tree themselves 
trom the strait jacket of higher costs? What is our 
We must constantly take inventory of 
? Are 


ind costly? Lan we 


course of action?’ 
our operations. Are we doing unneces 
certain operations cumbersome 
modity certain procedures ? (an we streamline 
our operations without impairing our service or the 
quality thereof? Have we utilized to the maximum labor 


] ? 


saving devices 


It is mv honest belief that many Bureaus, including the 
MM lw iukee Bure iu can elim nate many needless opera 
tions and still perform a satistactory servi I have 


found certain subscribers preter faster service to a service 


‘ 
! 


, 
of quality and completeness, if quality and completeness 


mean a slowing up of service To justity their view 





nan 


Analyzing Applications by the Bureau 


n vears ago John Alth 
~dit Bure iu \ ish nytor 

i revol ition He } 

department s 

i waste of 

tion that department store 

tions torward them to the Bure 

Bureau would place competent 

ing these appli ons t the 

the customer 

steady en 


would underta 


OOK 


W, some teelir 


yank 
wi Lhen 
ince bank 
e tor 
the we 
finance 
Dusine 
pro, 
incing oper 
instalment pape 
mnel 
up ellis 


who adopt th 
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The Role of Consumer Credit 
In Economic Change 


P. C. Mohrman 
Financial Analyst, Woodhaven, New York 


HE AMERICAN economic system has been 
highly successful in developing the means of 
production. We can produce enough for a limited 
war, for aid to other countries, ind, it the ume 
time, to increase our domesti consumption and 
build up our production facilities. But we still 
lack stability! When we enthusiastically climb 
to new heights we are accompanied by the 
deceiver called inflation; and when we rea 
higher level we do not stay on a high plateau, 
descend the other side into recession or depression. 
Why do we lack stability? Why has progress been 
intermittent, instead of steady? I| do not pretend to 
know all the answers, but I am going to call your atten 
tion to some built-in destabilizers, and point out why 


consumer credit is one of these 


Fractional Reserve Banking System 

One of the most important destabilizers is the fra 
tional reserve banking system which supplies most of our 
money The fractional reserve banking system issues 
money to finance expansion, and then pulls back money 
when conditions become less favorable This perverse 
behavior of the system is rationalized by saying it expands 
the supply of money when business needs more money, 
and reduces the supply when the need no longer exists 
Unfortunately, if we are to maintain a higher level of 
employment and income, we cannot reduce the supply of 
money, the blood stream of economic activity. And if 
we are to control inflation, that great, insidious tax col 
lector, we must stop feeding inflation with new money 

Investment in additional facilities for the production 
ind distribution of goods and services, and investment in 
larger inventories of goods, creates employment ind in 
come. Such income stimulates consumer demand, and an 
increase in consumer demand creates a need tor more 
production and distribution facilities, and larger inven 
tories. We have an interrelation where consumption 
grows on investment and investment on consumption 
his relationship is an important cause of the cumulative 
expansion of economic activity in the upward phase of the 
business cycle. 

But it is not a one-way street ooner or later the 
expansion of facilities and inventories has always caugh 
up with actual and anticipated demand. Investment is 
then reduced and with it employment and income. The 
lower income then reduces consumption In turn, the 
lower consumption reduces the need for new tacilities 
and makes inventories excessive Vhe spiral of deflation 
is UPON Us. 

Che expansion of investment is financed in part by an 
increase in the supply of money through the fractional 
reserve banking system. Even when the new money is 
borrowed ostensibly for working capital needs, it often 
finances permanent investment because the former work 


ing capital has been used to expand plant, etc. Bank loans 
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involve risks to the bank and the borrower 

rease when economic activity turns down 

banks and borrowers to reduce bank loans and with then 
the supply of money 

1 am not concerned about the quality of consumer 
credit. Every penny may be collectible without aftecting 
my argument. What I am concerned about is th 
quantity and particularly the trend of consumer cred 
Let us first consider the ettect of consumer 
in individual consumer. 

\ consumer is earning $4,800.00 a year STtUULUU a 
month), and in the first year under onsideration he 
disburses his entire income on the purchase of goods and 
services The second year he increases h 5 expenditures 
to $6,000.00 through the purchase of an automobile on 
the installment plan, the balance due at the end of the 
year being $1,200.00 pay ible at the rate of SIO00.00 a 
month This consumer credit enabled him to increase 
expenditures to 25 per cent above the previous level ind 

cent above income 

consumer is to pay oft his debt during the 
year, he will have to pay $100.00 a month on the in 
stallment contract leaving only $300.00 a month to spend 
for goods and services The result is a reduction in his 
innual expenditures from $6,000.00 in the second year 
to $3,600.00 in the third year, a reduction of 40 per cent 
Even if the consumer incurs new debt equal to payments 
on the old debt (Ss! 200.00 tor the year ) his expendi 
tures for goods and services will decline from $6,000.00 
in the second year to $4,800.00 in the third year 

The above example reflects the ettect of consumer credit 


on only one consumer 


His actions may be oftset by ot! 
consumers reducing their debt as his is increased 

their incurring debt as his is reduced It 

in extension and payment of credit as 

stability 


Expansion of Consumer Credit 


Consumer debt has expanded very rapidly since the end 
ot World War II, when it was at a low level 1 he 
spending of more than their income by these 
has been one of the inflationary tactor 
period. An expansion of consumer cre 


nomic activity in three ways 


1. Employment and income are incre 
the greater quantities of consumer roods 
?, Employment and income are incre 
and distributors raise their inventories 


their higher s iles 

















3. Employment and income are turther increa by to wholesale and 1 » the te 
bution facilities parel industries 


the building of new production and distr 


the loans ( sales finance con 
pan * Tund re employed mainly to finance consumer 
' 
floor stocks, and presum ably a good 


individual, it was pointed out that after a period mins F . 
} worre t chants has been made 


to meet the new demand 


In the ex amples ot the effect of consume 


credit expansion even replacement of new devdt as 
} customer receiy 


ld is paid off will cause a reduction in expendit 


as the « } 


the business loan category 


" 
tor consumption This is equally true . , 
iif months represented 


When, after a period of expansion, outstanding consumer . " , y ae 


redit is merely maintained at an unchanged level, the as eas i, cotatteuen | rapid growth 


stimulation from expansion is lost, and consumption will © th : erament encadinn end ex 
decline. When outstanding consumer credit declines, the my ' a , me what then? When a 


efiect on consumption 1s much greater \ reduction in downturn in conomK ond ons occur und it always 
consumption, in turn, has the following effects on general has). the ratio of co cred » personal 
economic conditions: income wil \ ines il lowe But more 
"WI , 
: ort ' ‘ i also dec 
1. Employment and income are reduced as production important, ' lso decline 
: , : , nie: | , ‘ " | 
of consumer goods ts brought down to the lower level of Consumption uced and th wil 
sales discourage investment Mu ‘ | of deflation Lhe 
| higher consumer credit is when a downturn begins, the 
Employment and income are reduced as producers - as 
} } will be the potential detlation t if consumer 
and distributors curtail their inventories in proportion to 
s reduced 
the lower sales; and : : 
> come the adverse ettect i ssened 
3. Employment and income are reduced in the capital 
further expansion of consumer 
goods industries because exist ng tac ilities are more than 1 ' 
" } , | | multiply our later problems 
enouy to meet the lower demamn ; 
What can you do about it At this time, increase 
| , , 
Consumer credit follows the trend of general economi down payments and shorten the period of payment This 
, , , 
onditions except under unusual conditions as a War will enable you to provide credit to more customers with 
It expands when emplovment and income are on the up out increasing the total outstanding credit It would be 


grade and contrac employment and income are still better if, during this period of high prosperity 
on the way down. This tendency to intensify the existing contraction of the total credit outstanding could be u 
is unfortunate but understandable. When economic duced and it would better 1 reducing credit 
conditions are improving, consumers have a greater will d better for hecaus onomy as a whol 
ingness to ( { ind vreater ibilitv to meet pay 1] bye trengthened 
ments In addition, retailers, banks and finance com When employment and income decline 
es are more willing to extend credit when general less investment in new plant and equipment, and 
economic conditions are favorable On the other hand government expenditure e reduced then «ke 
when employment and income are decl ning, consumers like the | ] monkey ' is ’ credit 
need a larger proportion of their reduced income for re vd sy » cred extend credit 
necessities and to meet existing debt, and the risks of whose cred f by not only helping 
ling credit appear greater to retailers, banks and ai vour own busines ' ielping to sustain cor 
om panies : pti nd e 0 ivity a ho It will take 
pay off in 


When Is Consumer Debt Too High? 2 ae 77 ha | ote 
W hen is consumer debt too high , No one 


inswet ( 1 questior Some say 


gh because the ratio of total consumer cre MORE SALES .... Through Charge Customers 


t 





’ 
personal income ts Lov in at some 


Another says it co 


maracas grayhe pani. We Can Get You 


with the present national level of dis 


ing power. They may be right but ratios sometimes de 


ceive The ratio of brokers’ loan to the market lue OR MORE 
of listed shares was ade in 1929 but in 1926! The New bharge 


olume of brokers’ loans were at their peak in 1929 , Write today 

the’ ratio of such loans to market value made its peak in for full L Slomers 
1926 Io me, consumer credit involves the spending of details ! £ 

future income by those who borrow. Despite the current VERY DAY s/ 
very high level of disposable personal income, many 

ire now spending tuture income on present co 


In a time of prosperity this is no 


The May, 1953, monthl ) . t “ ¢ 
© Rack of New Vouk : om lad — A.J. WOOD & COMPANY 
bh l w t Street, F Jelphia 2, Pa. 


} redit s be 
ink credit ha ee! " 


” , 
mounts than last year *s fina MARKET « OPomON - ATTITOBE /[ es¢atch 





Nashville's ‘Good Credit Week’ 


JOE T. HOWELL, JR., Assistant Vice President, Third National Bank, Nashville, Tennessee 
Chairman, Publicity Committee, Nashville Retail Credit Association 


“GOOD CREDIT WEEK” campaign promoted hand picture on this page. Copy for the 
A under the sponsorship of the Nashville Retail Credit innouncements was prepared by the advert 
Association, Nashville, “Tennessee, was held during the handling the campaign. 
week of January 11 through 17, 1953 This was the 
first such promotion undert iken in many years and, on 


the whole, the campaign was successful It was con CMAMMEL 4 
all * BUY 


ducted in a thoroughgoing fashion employing ivail 


able media for effective coverage The campaign was WISELY W.\ VU-] | 


confined to one week with the exception of billboard ad 

MASHVULLE, TENNESSEE 
vertising which was continued throughout the month of 
January. 


From the standpoint of media and coverage, the cam 


paign was conducted as follows PAY 
Newspapers—On the next page will be found six of OMPTLY 


the ads which appeared in our morning and evening pa 
pers. They were obtained from the National Retail 
Credit Association. ‘These ads were supplemented by 
news stories including a proclamation of “Good Credit 
Week" by the Mayor. A picture of this event is shown 
in the lower right-hand corner on this page. Mayor Ben Outdoor Advertisine—Shown below 
West is presenting the proclamation to Robert Huddles of the 24 sheets displaved on the 12 mait 
ton, President, Nashville Retail Credit Association. On downtown Nashville. 
the left is Ben Nance, President and General Managet aes Witenes Sleds o nietitiens of tin Calli 
Retail Credit Bureau of Nashville and on the right ts Women’s Breakfast Club of Nashville, the placard shown 
John Bevington, President, Associated Retailers of Nash in the lower left-hand corner of this page  ietewetdl 
ville. In addition, the identification symbol (the logotype 
design at the bottom of the ads on the opposite page) was 
used by the merchants in their own advertising 

Television Advertising—During the week we ran 33 


spots featuring the slide illustrated in the upper right 





Good credit 
commands = 


downtown Nashville. At the same time the stores were 


encouraged to identify this campaign 1 heir window 


displays during this particular week 


* BUY WISELY! 
* PAY PROMPTLY! 
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mittee also distributed 10,000 copies of the booklet 7 he 
Good Things of Life 
tion by retailers to their new charge account customers 


This booklet was also made avail ible to in organ 


On Credit tor subsequent distribu 


i7Zation 


which greets newcomers to the city. The booklets were 


secured from the National Retail Credit Association 
chools—In cooperation with the Credit Education 


Association, the 17 high 


Committee of the Nashville 
schools in metropolitan Nashville were addressed in | 


minute talks by members of the Association on the mean 
ing and importance of paying bills promptly 
Phe cost of this campaign amounted to $2,657.01 and 


\ssociation contributing 


was financed by members of the 


thereto on a_ basis 


Sli )) | ”) ly 


ONVEMELICE 


Guard Your ¢ redit 
as a Sacred ¢ rust 


ood credit commands confidence 
G 


% x PAY PROMPTLY 


% 
g 
$ 


Credit Bureau services. While we believe the campaign 
Was successtul n subsequent years reta lers can be ex 
pected to identity themselves more closely 
this vear \ more elaborate build-up, prior 


| 
ind other lessons we have 


than was done 


to the « in 


paign date, was needed. This 
Our paid coverage 


xi and next year we will know how 


learned trom handling this « unpaign 
was to obtain full 
} 


| cooperation trom the larger 


support ind advertiser st 


that more can be accomplished tor the same cost. If sucl 


i campaign repeated in subsequent years, we uppyest 
conhined over a pe xl of months instead of one 


omimittes 
James 


illahan 


** Sere: 22re 


* 4 are; 


Goo de 
Crediz com mands COonfid, 
ence 


* BUY misty a 
E+ MY mowny; 
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New Orleans Conference Notes 





RESOLUTIONS 


FOLLOWING are some of the resolutions passed at 
the 39th Annual International Consumer Credit Conter 
ence of the National Retail Credit Association held in 


New Orleans, Louisiana, June 22-25, 1953. Others will 
be published in the August issue. 


Consumer Credit Controls 

WHEREAS, the membership of the National Retail 
Credit Association is composed of more than 33,000 mem 
bers engaged in every line of business where consumer 
credit is granted, including department and apparel stores 
furniture, musical instruments and household appliance 
stores, hospitals, banks, loan and finance companies 
utility companies, petroleum companies, hardware, lum 
ber and building materials, jewelers, etc., and represents 
every phase of the economy where consumer credit is 
extended to the public; and 

WHEREAS, at present and in the foreseeable tuture 
there are and will be no shortages of consumer goods 
durable or otherwise; and 

WHEREAS, it appears that the present income and 
other taxes, and the high cost of food and other items of 
living, have drained away and will continue to drain away 
any so-called excess purchasing power; and 

WHEREAS, expenditures for National Detense have 
leveled off or decreased, and similar expenditures for 


military, economic and other aid to our free allies have 





Membership Progress 1912-1953 
NATIONAL RETAIL CREDIT ASSOCIATION 


THOUSANDS 
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somewhat declined because of their improves ibilities to 
help themselves especially the kuropean ommunity ot 
tree peoples; and 

WHEKEAS, so-called standby or temporary controls 
over prices, wages and consumer credit, under these con 
ditions are not required in the National interest ; and 

WHEREAS, in spite of all of these factors and condi 
tions, it has nevertheless been suggested or proposed that 
the Federal Reserve Act be amended to vest in the 
Federal Reserve Board certain continuing authority to 
regulate consumer credit; 

NOW, THEREFORE, BE IT RESOLVED, that 
the National Retail Credit Association expresses its op 
position to the enactment of temporary or other authority 
over prices or wages, and in particular ot regulations or 
authority over consumer credit; and likewise voices its 
dissent and opposition to any amendment of the Federal 
Reserve Act whereby the Federal Reserve Board shall 
be vested with any authority or power to regulate con 
umer credit, the amount, terms or other conditions ip 


pertaining thereto 


Medical, Dental and Hospital Bills 

WHEREAS, the membership of the National 
Credit Association is composed of more than 33,000 men 
bers engaged in every line of business where consumer 
credit ts granted including department ind ip] irel 
stores, furniture, musical instruments and household ap 
pliance stores, hospitals, banks, loan and finance com 
panies, utility companies, petroleum companies, fuel, hard 
ware, lumber and building materials, jewelers, etc.; and 

W HI RE AS, heretofore there has existed uncertainty 
is to the manner in which other retail credit granters 
should regard slow or unpaid medical, dental, and hos 
pital bills; and 

WHEREAS, there is inc reasing disposition on the part 
of medical, dental, and hospital credit granters to place 
their credit transactions on a sound basis; 

NOW, THEREFORE, BE IT RESOLVED, that 
the National Retail Credit Association in Convention 


ussembled records itself in favor of urging ill credit 


granters to look upon medical, denta!, and hospital bills 


in the same light as they do other accounts provided that 
there has been a definite understanding with the patient 
ind ‘or guarantor as to when he is to pay his account and 


definite terms set 


Postal Money Order Form 

WHEREAS, the membership of the National Retail 
Credit Association is composed of more than 33,000 mem 
bers engaged in every line of business where consumer 
redit is granted, including department and apparel stores 
furniture, musical instruments and household appliance 
stores, banks, loan and finance companies, hospitals, 
utility companies, petroleum companies, hardware, lumber 
ind building materials, jewelers, etc., and represents ev 
ery phase of the economy where consumer credit is ex 
tended to the public and 

WHEREAS, the credit departments of the above-men 


tioned firms and organizations and the collection depart 





ments of collection bureaus and agencies receive thou 
sands of postal money orders daily, in payment of bills or 
instalments thereon, many of such money orders being 
n denominations of trom $1 to $5; and 

\W HI RI AS, in the past it Was the practice of the 
Post Office Department to show the address in space pro 
vided therefor on the money order for below the name 
of the remitter 

NOW, THEREFORE, BE TT RESOLVED, that 
the N itional Ret ul 4 redit Associ ition believes it is both 
practicable and desirable to show the address on the 
money order form; and in furtherance thereot does 
hereby request the Postmaster General to instruct all 
postmasters to show the address of remitters on the line 


now prov ded. 


Wage-Earner Provisions of the Bankruptcy Act 
WHEREAS, the membership of the National Retail 
Credit Associ 


Ts engaged nm every line ot business where consumer, 


ition is composed of more than 33,000 men 


redit is granted, including department and apparel stores 


1 
irniture, musical instruments and ho isehold ippliance 
stores, hospitals, banks, loan and finance companies, utility 
ompanies, petroleum companies, hardware, lumber and 


| 
hiild ] ' ler “nt ’ 
muullding materials ewelers, et nd represents every 


phase of the economy where consumer credit is extended 

to the public ; and 
WHEREAS, the 

Bankruptcy Act were 


ember 31, 1950, so as to permit wage-earners and 


Wage-Earner provisions of the 


umended by the Congress on De 


salaried emplovees earning up to $5,000 to resort to the 
provisions of ¢ 13 of the Bankruptcy Act; and 

WHEREAS bankruptcy statistics indicate that where 
reterees in bankruptcy have encouraged the use of the 
Wage i irner provisions Dy those eligible the percentage 
of accounts paid up has been favorable; and that wage 
earners have, as a result of the use of such plans, been 


} 


illowed a reasonable time for the payment of their debts 


usually extending over trom one to three years, and have 
been able to retain unimpaired credit standing ind 

WHEREAS, this Association is of the opinion that the 
decline in the purchasing power of the dollar has been so 
great that the lifting of the ceiling on the use of Wage 
Earner plans from the former limitation of $3,600 of 
salaries and wages to $5,000 does not and cannot accom 
plish the relief intended ; 

NOW, THEREFORE, BE IT RESOLVED, that 
the National Retail Credit Association records i f 
tavor ot 


States, that Chapter 13 of the Bankrupt 


und recommends to the ( ongress ot the I nited 


further amended to permit resort to Wage-Earner pl 


'y any person paid by 


$7500.00 


Garnishment of Salaries of Federal Employee 
Judgment Debtors 

WHEREAS, Representative Thomas B. Curtis of 
Missouri has introduced in the House of Representatives 
H. R. 3602, being a bill “to provide for the garnishment 
execution or trustee process of wages or salaries of civil 
officers and employees of the United States ind sai 
bill has been referred to the Committee of the Judiciary 
and 

WHEREAS, this Association is on record as 


vigorously supported previous attempts to secure n iT 


having 


legislation, particularly the bill introduced in the 78th 
Congress by then Representative Estes Kefauver; and 
WHEREAS, this Association is especially well quali 
hed to petition the Congress on this subject; since mem 
bership of the National Retail Credit Association is com 
posed of more than 33,000 members engaged in every 
ncelud 


ing department and apparel stores, furniture, musical in 


line of business where consumer credit is granted 


struments and household ippl ince stores, hospitals, banks 
loan and finance companies ility companies, petroleum 
companies, hardware, lumber and building materials 


rewelers. etc ind represents every phase of the economy 


where consumer credit extended to the publi ind 


WHEREAS, the Federal emplo et 
quent t often presents a serous prob 
partment ction chiet, and cause 
time of suc! Meals in answering ries and 
letters and telephone ‘ is delinquent 
empl vee himself is also involv responses 
nquiries and demands, resultin » loss of time 

wering telephone dun 


WHEREAS 


brought to the attention of it 


thre members if thus Assan 


Executive Ofhcers numer 


ous instances where collection oft just debt has been dif 
ficult, or impossible, by reason of the fact that the debtor 
is an employee of a Federal department; and 

W Ht RI AS garnishment ind attachment law have 
been almost universally adopted among the various states 
und territories; and the operation of such laws has re 
lieved state department heads and section chiefs of loss of 
time in answering inquiries and dunning demands, and 
has aided members of this Association to collect 
both betore judgment, because of the persuasive power otf 
yarnishee 


a tair and just law, as well as after judgment by 


process; and the practicability and fairness of such laws 
have been demonstrated time and time again; 

NOW, THEREFORE, BE IT RESOLVED, that 
this Association recommends and supports the early pas 


sage of the aforesaid Curtis bill, H. R. 3602, providing for 
the garnishment of salaries of judgment debtor Federal 


emplovees 


i \ 
Next Annual Conference 


The 40th Annual International Consumer Credit 
ference of the National Retail Credit Association 
sociated Credit Bureaus of America and the Credit 
Women's Breakfast Clubs of North America will be held 

in Fran California, July 19-22 
Mark Hopkins Hotel 

the Conference Headquarter 
Caldwell, Gener Manager 
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Report of the President 


O. W. Frieberg 


THE FINEST expression of the principle of volun 
tary association is achieved in the National Retail Credit 
Association, in its purposes and accomplishments. ‘The 
idea of voluntary association is an American tradition. 
The success of any association depends upon the active 
interest, the zeal, enthusiasm and cooperation of its mem 
bers. ‘The success of our Association is the direct result 
of an increasing awareness of its value and the benetits to 
our members. ‘The combined efforts of our members, 
officers and directors have produced the results which 
have been attained 

The success of our Association, too, as in any associa 
tion, is attributed largely to the effectiveness and ef 
To Lindley S. Crowder, out 


General Manavger-Vreasurer. our Association is indebted 


ficiency of its organization 


for his untiring efforts and genius for the organization 
and direction of our activities. Our appreciation, too, ts 
extended to his able assistant Arthur H. Hert and to 
Leonard Berry, under whose direction our educational 
program has unlimited possibilities for development It 
has been a rich experience to know them personally and 
work with each of them, and to have had the loyal suy 
port trom them and members of all committees 

Phe Membership Committee of the district chairmen 
has been enthusiastic and diligent, resulting in a total 
membership of 33,401, within approximately 100 of our 


goal of 33,500 for the year. The district chairmen are 
deserving of the gratitude that is due them and to each 
of them we express our personal appreciation 

The Finance Committee composed of Hugh L. Reagan 
Chairman, Dean Ashby and Charles D. Reno, has become 
an institution which, together with the careful controls 
maintained by our General Manager, have placed our 
Association in excellent financial condition. We have 
$17,267.65 in cash, $74,549.70 invested in lot and build 
ing and $48,861.92 in other assets, and no debt. ‘The 
retirement of the mortgage on our executive offices, 375 
Jackson Avenue, St I ouls, within the current year, ts an 
accomplishment of which we can be justly proud. The 
further expansion of our activities will be possible only 
with the increased revenue from a further growth in 
membership 

The Legislative Committee, under Clarence E. Wol 
finger, Chairman, and Joseph A. White, Co-chairman 
has maintained close contact with legislative matters af 
fecting consumer credit. “Items of Interest from the 
National Capital” by John F. Clagett, our Washington 
Counsel, a regular feature of The Creprr Wor tp, has 
been illuminating and presented briefly but compre 
hensively. Our representation at Washington, D. C., is 
adding to the National stature of our Association 

The Credit Education Committee under David Blair, 
Chairman, will present to the conference proposals for 
formalized educational program, out of which significant 
possibilities should evolve for further development. Edu 
cational programs for our credit employees and the public 
are one of the primary functions of our Association 
Sound credit principles and procedures and professional 
ethics, the economic validity of consumer credit and the 


importance of retail credit sales management in met 
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chandising must be more firmly established and contribute 
immeasurably to the greater recognition of credit sales 
managers in both professional status and position 

The Retail Credit Management Institute > held 
July 20-24, 1953, sponsored by the National Retail Credit 
Association and the University of Oklahoma, presents an 
educational opportunity to those seeking professional 
status in the field of credit management. A comprehen 
sive credit education program will be presented 
success, we predict, will lead to the establishment 
simil ir tacilities in other areas of the country 

The answer to the availability of qualified credit per 
sonnel is the encouragement and development of credit 
course in colleges and universities and the establ shment 
of credit study groups to supplement training on the job 
There is increasing interest in local credit associations 
and credit bureaus sponsoring educational courses and 
they are seeking the advice and assistance of our Educa 
tional Director, Leonard Berry, in the conduct of credit 


schools 


Continued progress is being made by The Crepri 
Wok vp in articles of general interest and special features 
ur members and subscribers derive di benefits in 
valuable information and assistance in credit, collection 
and from feature articles that are of untold value in 
direct proportion to regular and careful reading of The 
Crepir Worip 

Ihe special features of The Crepirr Wor -p all deserve 
recognition. The newer features. “Program Suggestions 
for Local Associations,” and “For the Smaller Business 
man,” fulfill the need of this infermation which has been 
requested, The features are highly constructive ind 
their continuation assures continuing interest and ippeal 

he feature “Granting Credit in Canada” has set a 
high standard of the material presented the contribu 
tors. It merits our attention and interest in the activi 
ties and point of view of credit men and women of the 
neighborly Commonwealth on the North and truly makes 


Phe Crepirr Wor.p international in appeal 


Represented N.R.C.A. at District Conferences 


“Credit Department Letters’’ is interestingly presented 
and has great practical value. It is necessary to add, too, 
that “Better Letters Service’ by Leonard Berry so 
uniquely and constructively presented, is entitled to wider 
subscription and acceptance by our member 

During the year it was my privilege to represent the 
National Retail Credit Association at the Conterences of 
Districts 6, 9, 10 and 11, and to participate in their pro 
grams. We have been impressed with the high standard 
of these conferences. The triendliness of our reception 
the hospitality and enthusiasm of each conference sing 
created a lasting impression. As we create an awareness 
of the increasing value of district conterences, in consoli 
dated thinking and discussion, we acquire an appreciation 
of a broadened perspective in the field of consumer credit 
ind a broader conception of credit in merchandising. The 
National Retail Credit Association is strengthened and 


benefits trom an increased vitality coordinating 





ind directing med a National members ot Assox 
national Consumer . onterence extends th dent, Credit Womer 
ofhcer 
The report of ssident would not be con plete cont 
“ ithout reterence t mportance of the cooperation of 


credi ireaus on val, district and local level 


poss 


unony cre 


know le« 


mutual benefit the ettective work 


1 operatior ind servi 
understanding 
ind mtorn 
lhe UCcCCCss 


n cooperation 
if sponse inization as 


ctended the wcom 
the cre ition 


We ‘ ly | t ! peration and { etiort but 
support ) ra : j t aen t 1 Harold \ ) t har y I ‘ t n ind 
Wallace \ ‘ id i 1 i nding « inal I who vdmure 


Bure ius of Amer eT othcers 


Report of the General Manager-Treasurer 
L. S. Crowder 


IT IS WITH pleasure that I submit my nineteenth Credit Education 
annual report, covering results for fiscal year ended May On n to Austin, Texas, in November 


ling S. Speake of the Extension De 


1952 


31, 1953 The vear has been a successful ar ve one irranged with Stes 
partment of the University of Texas to conduct credit 


Finances 
. ; echools ’ _F —— Iie lem eals ol 
Finances continued sound. Cash on hand and in banks chools in Phel Retail Credit Fundamenta He ob 
ot absence ! the University and as 


amounted to $17,267.65 Included is $2,734.61 on de . 
; / 


posit with the Dominion Bank, Vancouver, B. ¢ This his d wer February | 1993 l'wo days were spent 
compared with bal ince of $21,794 13 on MM i\ +] , e N ational ‘ thee the latter I t of December ae 
The decre of $4,526.48 is the result of an advance which time he also visited the offices of ACBofA Kor 
Pension Trust of approximately $10,000.00, which was the four monte period, he conducted 12 schools, with 
approve it } Board ot Directors Annual pavmer t of an nroliment ot | Ol4 M ne UEN enrollment w . 
$2,500.00 is made to the Pension ‘Trust and provisior 146 Enthusiast reports have been 


made for | conterence expenses lotal current a . = 
, , Field Activities 

ncluding inventor ot books ind supplies tor t 
| " « rt lex hecat 
prepaid rent $9,896.91, amounted to $60,255.2 , were curtailed because 
no indebtedne unt the ve f $6.968.74 on interpretation the Consent Decree, which 
( debtec ~ ig or year o wo. / 
intict 1 would be held on September 22, 1952, and 


International Headquarters Building was subscquentiy scheduled for November 12, 195: 


Am delighted to inform vou that the mortgage whict Only three davs were r the offerin 


) 


we executed April 17, 1951, in favor Lhe Plaza Bank mony and it necessary to continue the 
for $26,000.00 was paid it ll on t 7, 1953. To lanuary soe. aiemileaiin Kencey EF. Hollend 
iccomp! sh this the Assoc \ 1 to the Pensior Botts Andrew 

rust $9.896.91 ic] ill | vaid $400.00 monthls —_ 

It is inticipated ll b retunded 

Decem 


ncluding 


Membership On my next 
lhe year ended with a total of 33,401 gain oO ouis « OV ' 1 returned to the 
lan ma4r\ i 


members I wenty-two National Unit 


Lie 
it Hous 
En route \ d New Orvrleans 


The greatest m r of new members was repo! 
District 10, followed by District 8 in second place 


11 third and District 12 fourth Pittsbur 


4 check of conterence plar 


tinued in first place with 1,15. “nbers, Spokane, w 
were attended vy the following 


Ub6S members, went into second place, followed by New 
tl Frieberg, Districts 6, 9, 10 and 11 


(Turn to ‘Annual Reports,’’ page 31.) 
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| 
York, third, with 988 members and Dallas, fourth, w 
x 


93 members 





Large Store or Small Store 


Look at this bill... see how you can 
greatly reduce your own billing costs 


& When you use Recordak Photographic Billing 


your billing clerks post only the sales check totals 
—plus the usual credits and returns. This reduces 
posting operations 85% .. . and cuts your book- 
keeping machine requirements, too. And it ends 
expensive overtime because each clerk can now 
handle many more accounts—with greater accu 


> checks are 
ithe bili—reducing 
@perations 85%. 





TH 


4 “4 
VNiversP™ 


A complete description of each purchase is 
unnecessary because the original sales checks 
are microfilmed . . . and sent out to the cus- 
tomer with the bill. Any clerk can do the job 

. can photograph sales checks for a fraction of 
a cent apiece... and in a fraction of the time 
required for filing in descriptive billing systems. 


€).... bill answers customer 


questions in advance. With 
the original sales checks in 
hand, charges can be recalled 
immediately. Which reduces 
“adjustment traffic” to a trickle. 
Speeds payments of bills, too. 


You get a better record—a photo- 
graphically accurate and complete 
microfilm record which can be filed in 
as little as 19% of the space required 
for original sales checks: ready for 
immediate review in a Recordak 


Film Reader. 


Large store or small—vyou can realize the same percentage of sav- 
ings—over and above all costs — because Recordak has a complete 
line of microfilmers designed for varying requirements. You never 
have to buy features or refinements which can't be used profitably 
m your store. 

Learn how retail stores of every size are saving now .. . and get 
details on the complete line of Recordak Microfilmers now offered 
on an attractive purchase or rental basis. Write Reeordak Corporation 

Subsidiary of kastman Kodak Company), 444 Madison Avenue, 


New York » & N. \ . 


RECORDAK CORPORATION 


(Subsidiary of Eastman Kodak Company) 
444 Madison Avenue, New York 22, N. Y. 


Gentlemen: Please forward a copy of “Make Your 


SRECORDRK ~~ ~~ 


(Subsidiary of East Kodak Company) Name 








originator of modern microfilming— 


and its application to retailing systems 


" Recordak 


Company 





is a trade-mark 











De ae ne ee ae 
LEONARD BERRY 


7 IS gratifying to have the splendid cooperation « 
our members in sending to the National Office sam 
ples of ietters and forms used by them in credit and col 
lection communications. We hope that more members 
will do the same It is our desire to reproduce as wide 
a variety of letters and forms as possible. Varied, that 
is, both geographically and by types of business. Your 
cooperation will help considerably in keeping this Crepit 
Worip feature interesting, representative and useful 
. ‘ 

The letters and forms shown on the opposite page 
were selected partly to stimulate your thinking on the 
perennial problem of whether to use printed notices o1 
personalized form letters in collection work 

Of course, we know that much depends on the degree 
of past-dueness, and also on the nature of the business 
We are convinced that substantial economies can be made 
by the use of informal printed notices and stickers, at 
W e are also 


convinced that such are appropriate for use in almost any 


least for the first two or three reminders 
kind of business. And surely all of us are searching tor 


cost-cutting shortcuts in our procedures. Printed notices 


do not, in our opinion, detract in the slightest from dig 
nity or prestige. 

Among the advantages of those impersonal reminders 
is their greater flexibility. Letters tend to follow a rather 
rigid and formal style. ‘Their emphasis seems to be out 
of proportion to the mild nature of modest past-dueness 
On the other hand, printed notices can more readily 
capitalize on the light, friendly, almost “chummy” touch 


And that 


after all, is what we want, payment without antagonism 


which appears to encourage willing payment 


- Then, too, consider the ease of sending or enclosing 
printed collection reminders. Many of them are so de 
signed to permit typing of the name and address of th 
customer on the reverse side, slipped into a window en 
velope, and that's all there is to it 

A form letter, on the contrary, requires a matching fill 
in of the customer's name and address. It is rare to come 
across a fill-in that matches the exact shade of the type in 
the processed letter itself. Often form letters are filled 
in hurriedly by a person whose skill with the typewriter 
leaves much to be desired 

Form letters need to be signed \ personal signature 
is by far the best, but the chore of personally signing a 
batch of collection letters consumes valuable executive 
time. A processed signature is the next best, but usually 
appears to the reader to be a mechanical operation. Rub 
ber-stamp signatures, unless applied with care and some 
skill, give the letter a mass-production effect which is 
precisely what a form letter should not give 

When an account becomes over ninety days past due 
or, in the case of instalment accounts, when two payments 


are missed, the matter becomes a collection problem. \ 
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persor il 


point the relative fewness of the 


ipproach should then 
mits almost individual attention 

the particular situations, personally prepared 

ire then recommended We would welcome tl 


ments of our members. 


This Month’s Illustrations => 


Illustration No. 1. Something a little different in 
a collection letter! Albert ¢ Arthur, Arthur’s, San 
Bernardino, California, reports satisfactory results from 
the use of this “black” letter. Certainly this is a unique 
way of getting the idea across to the past due customer 
that her account should be given immediate attention 

he letter is rather stern, but the condition of the a 
count amply justifies that severity 


Illustration No. 2. 


tion letter 


\ splendid credit sales promo 
Here the offer of a charge account is made 
without necessity of any formality whatever ilwavs an 
effective approach. Undoubtedly this letter is sent only 


to pre-checked prospects. Most people enjoy being told 


that they are on a “special customers’ list,’ even though 
they realize that such is a slight exaggeration. Note the 
skillful manner in which a surprising amount of in 
portant customer information is woven into the lette 


Illustration No. 3. 


first pat igraph successtully sets up an ifirmative mood 


Another collection letter I he 


surely the reader must igree that the store 
tient and cooperative Phen, the warnit 
payment Is forthcoming credit privileges may 
pended And 


quic kly 


final paragraph, the urge 


Illustration No. 4.) One of a series of printed col 
lection reminders used by Newman's, Joplin, Missouri 
The light and informal touch shown in the very literal 
translation of the familiar “Tempus Fugit’ does make 
the store seem most human ind understanding We 
especially like the headline, “Your credit is a valuabl 
possession protect if wisely Excellent | 


" aterial 


Illustration No. 5. 
This one sent to us by the Gulf Oil Retining 
Atlanta, Georgia. 


this collection notice are particularly eftective 


Another printed collection 
minder 
Company The design and lay-ou 
wording is businesslike without being abrupt 
Illustration No. 6. Read that headline again 
lonely as a telephone ringing in an empty room.’ 
that a most expressive sentence? Such an imaginative 


proach to the creation of a collection reminder lifts 


trom the level of the ordinary and invests it with a dis 
Mullin & Sons, Inc., Wi 
mington, Delaware, are to be congratulated on this out 


standing torm ne 


tinctive quality James l 








PARTE ERR 





ly © special invitat 





the "red tape* 


& new charge ec 
t 


Se PLL ILE LLL LILES OOO TES AIO 


( hhth Cth 


COUGLET THEME FalelonsS ' 1 TOORE Faceiees 














Jemmgracs  caxped 
Theis odd Latin prowerh laboratig tramsiatad smbe anda myth mma 

i. nn iL ry, B . . - lown / 

rankenberger§¢ Co. “Gosh! 9 didn't hoses if ant this tale 

Thane josh arom’ cmrunghe terms ioe then day, ih sanms to jealfill all our 

bee yndanen + So 0 ussmomadig line hes! ay mos cmmrionh hhremyps me penlag om 

hme be Ao es etme y 











(5) 
Cc HECK.... 








AND DETERMINE IF YOUR REMITTANCE 
DUE GULF HAS BEEN MAILED 
n't you please mail it promptly 
THANES 


GULF OTL CORPORATION 
GULF REFINING COMPANY 
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Special Memorandum Available 

The Associated Credit Bureaus of America has pre 
pared a special memorandum on “Restraint of Trade and 

redit Practices. It was compiled to assist credit bu 
reaus and credit granters in knowing the legal opinions of 
several outstanding attorneys on the subject of community 
credit policies, credit control, credit practices, etc. Mem 
bers interested in receiving a copy should write to the 
Associated Credit Bureaus of America, Research and 
Education Department, 7000 Chippewa Street, St. Louis 


19, Missouri 


Annual Meeting at Camden, N. J. 


The annual meeting of the South Jersey Credit Man 
agers Association was held at the Walt Whitman Hotel 
Camden, New Jersey, April 14, 1953 Clarence FE. 
Wolfinger, Credit Manager, Lit Brothers, Philadelphia, 
Pennsylvania, and Past President, N.R.C.A., led the 
discussion of the group on present conditions and busi 
ness outlook. He also presented to William Atkinson, 
Credit Manager, W. L. Hurley Company, Camden, N. 
J., shown on the left below, his Certificate of Member 
ship in the Quarter Century Club of the N.R.C.A 

Mr. Atkinson has been credit manager of his store since 
1925, after having started in 1920. During World War 
I he worked at the Pusey & Jones shipyard in Gloucester 
and prior to that he was with the United States Post 
Office at Haddonfield. He is an active member of 
Kiwanis, a member of the Haddonfield Baptist Church 
and a past president of the South Jersey Credit Managers 
Association, having served for several terms 

The new officers elected at the annual meeting were 
President, Philip Nehlig, Philip Nehlig, Inc.; Vice Presi 
dent, Richard Carr, Lester's; and Secretary-Treasuret 


Russel! A 


Barnes, Camden Credit Association 
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Charles M. Keefer 


Charles M. “7 84. former credit manager, Kann’s 
Washington, D. C., and a resident of the District for 65 
years, died M: oe 3, 1953, in Las Vegas, Nevada. Mr. 
Keeter was employed at Woodward & Lothrop for 27 
years, rising to the position of assistant credit manager 
before joining Kann’s where he served 40 years as credit 
He was the first president of The Credit Bu 
reau, then named the Associated Retail Credit Men of 
Washington. He was an Honorary Life Member of the 
National Retail Credit Association and served as a di 
rector from 1932 to 1936. He was a member of the St 
Paul’s Methodist Episcopal Church, Elks, and the Ma 


sonic Centennial Lodge No. 14. He is survived by two 


manager. 


ons and a sister to whom the N.R.C.A. extends its dee; 


est sympathy 


Cyrus N. Child 


Cyrus N. Child, 52, died December 16, 1952, at: the 
Roosevelt Hospital, New York, N. Y He was for 
many years associated with Frederick Loeser & Co 
Brooklyn, where he served as assistant to the late 
Bernard A. Farrell, taking over the post of credit man 
ager upon his death. Subsequently he served as credit 
manager, Palais Royale, Washington, D. ¢ Bonwit 
Teller & Co.. New York, Kresge Department Store, 
Newark, N. J., Sterling-Lindner-Davis Co., Cleveland, 
Ohio and Brooks Brothers, New York He was active 
in Association work, having served as a member of the 
Board of Directors of the Credit Bureau and as a mem 
pathy of 


those in our organization who knew him is extended to 


ber of various committees The sincere sym 


his widow and son who survive him 


Elmer G. Wellman 

Elmer G. Wellman, President, Elmer G. Wellman & 

Son, Springfield, Mass., died March 18, 1953. He had 
1 


been active in business since 1908 and was we known 
" , 
in the heating and air conditioning field He was also 


active in local politics and lodge work 





Joseph T. Sloane Promoted 
Louis R. Kurtin, chairman of the board, ‘TelAutograph 
Corporation, New York, N. Y., has announced the ap 
pointment of Joseph T. Sloane to the post of director of 
public relations. He joined the company in 1948, as ad 
vertising and sales promotion manager, a post he retains 
The newly formed department will concent pri 


] 


marily on customer relations and product acceptance 


The Front Cover 
The two pictures on the front cover of this issue of 
The Creprr Wor.tp were sent to us by Frank T. Cald 
well, General Manager, Retailers Credit Association of 
San Francisco, and used through the courtesy of the San 


Francisco Chamber of Commerce 





New York Conference Proceedings Available 
Ihe Graduate School of Business Administration ot 
New York | ersity has announced the publication of 
the Proceedings of the 1953 National Consumer Credit 
Conterence held at the University recently Phe Confer 
ence topic “The Role of Consumer Demand and Con 
sumer Credit’ was considered during the three-day meet 
ng by executives of many important banking and finan 
cial institutions, trade associations and professional groups. 
Che Proceedings carry verbatim reports of the talks made 
vetore the conference The publication is available at 
$1.00 per copy and orders should be addressed to Dr. H 


W. MacDowell, Gallatin House, New York University 
» Washington Square North, New York 3, New York 


N.R.D.G.A. Credit Group Elects Louis Selig 


Rosent eld s 


Louis Selig tor 25 vears credit manager ot 
Baton Rouge, La., and now vice president, House of 
Fashion in the same city, is the newly elected Chairman 
ot the Board of Directors, Credit Management Division 
National Retail Dry Goods Association Mr. Sel 
served as director of the N.R.C.A. trom 1934-1936 
clusive He succeeds Clarence | W oltinge a past 
president ot the N.R.C.A., who becomes a director Mr 
Selig, tormerly first vice president ot the Division, was 
elected at the C.M.D. Conference held in Cleveland 
Ohio, May 5-7 1953 Other ofhcers are First Vice 
Chairman, C. Glenn Evans, The Halle Co., Cleveland 
Ohio; Second Vice-Chairman, Bernat Gilbert, L. S 
(sood Co Wheeling, W. Va 1 e-Chairman 
John I. Rose, Crowley, Milner & Ce Detroit, Mich 
l reasuret John A Hendry James 
(gilvy's, Ltd., Montreal, Quebec, Canada 


ind Secretar’ 


Reorganization of Port Alberni, B. C., Canada 
At the annual meeting of the Retail Credit Grantors 
ot Alberni District, held in Port Alberni, B. C., Canada 


recently, a resolution was passed incorporating the Asso 


iation under the B. C. Societies Act, and changing the 
name to Credit Granters Association of Alberni District 
New ofhcers are: Persident, Herb Barnes, Herb Barnes 
Motors Ltd Vice President, R ilph Holland, Meyers 
Holland Motors Ltd Secretary, John Hnatiw lhe 
Credit Bureau; and ‘Treasurer, William Russell, Rus 
sell’s Jewellers Ltd Catherine Skinner, Woodward's 
Store, is dit " Eric Marsden, Past-President, Dis 
A.. and Past-President, Credit Gr 


inada, was guest speaker. 


C. T. Morrison New Credit Manager at 
Stripling’s 
( I. Morrison, assistant credit manager, W 
Stripling Co., Fort Worth, Texas, has been promoted 
ding H. H. Fox imag 
tor the p t no ms retiring Mi o omed the 
firm in 1907 and in 1918 was transterred to the 
department where he became manager in 1922 He is a 
member of the Quarter Century Club of the N.R.C.A 
ind has long been active in the aftairs of the local credit 


sociation in Fort Worth 


For Sale 


redit and Collection Bureau, Rocky Mountain Dis 
trict, county seat S000) trade territory 
t profitable operation. Clwner retiring Price 


Box 7531 The Crepir Wortup 


46.000 


sixteen years 


Fred H. Chrisman Joins Farrington 
Fred H. Chrisman, credit manager, Rothchild & Son 
Kansas City, Mo., for the past seven years, has been ap 
pointed sales executive with the Identification Division 
rton Manufacturing Boston, Mass 


rinators of the Charga-Plate \ long-time department 


Company 


tore credit man, he was also credit manager rye B 
Peck Co Kansas City ind as int " 

Russeks, New York, N. ¥ He is tormerly a 

of the Retail Credit Associ Kansas Cit 
director of the N.R.C.A Tr past president 

trict Seven, N.R.CLA 


Bakersfield’s Membership Activities 


Following a luncheon with the leading business execu 
California, on Rel 11, 1953, 0 
discussed > ! na membershiy 


hich 


tives of Bakers 
L. Kinzer an 
activities, picture of w 
which has been so successtu 
by him in September, 1950 Baker 
new Natior 

Mr. Kin uttended the 1951 cor mh i ncage 

Directs District 11 and the meeting W ashing 


ton | st vear as ilternate National Director kor several 


ial men bers in the car et 


s conducted successful credit schools in Bakers 


he head table at the luncheon meeting, were 
iborn, Harry Cofttee, Clothier: Malcolm Brock 
Brock Co.; J. T. Wingate J. T. Wingate Co 
Kinzer, Jack Davenport Co.; Fred Carlisle, Ang 
Calitornia National Bank; and Robert Hackett, R 
Hackett, Im 


group was not sharp enough to make a satistactory cut tor 


Unfortunately the photograph ot the 


eproduction in The Creprr Worp 

| was amazed at the vast amount of damage done by 
the earthquake to business establishments, office and publi 
buildings and in the residential sections of Bakersfield 
Iwo ot the leading retail firms, Malcolm Brock Co and 
Harry Coftee 


circus tents on the outskirts of city soon atter the 


Clothier, opened business in huge 
earthquake It was interesting t sit the operations 
Accompanied by Mr. Brock, I had the privilege of going 
through his main store building, then under repair, and 
noting the extent of the damage to the building 
Bakersfield congratulated on the manner in 
which business and other affairs the city were carried 


on following the earthquake / Crowder 
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Jop Management Says... 











George E. Merrifield, Vice President and Treas- 
urer, The Higbee Company, Cleveland, Ohio: 


“It would be difficult to state what the amount of our 
National income would be if our industries were deprived 
of the additional volume of sales arising from the ex 
tension of credit. 

“In our business we have over 300,000 charge accounts 
and 70 per cent of our business Is represented by charge 
sales, consisting of regular thirty-day and instalment a 
counts 

“Our credit manager is one of our more important 
executives and has the responsibility for credit sales, 
aggregating about thirty-five million dollars per year. He 
has a large force of employees in his division and some 
five divisional credit managers under him 

“Credit managers must have a sound basis for the ex 
tension of credit and, also, have the opportunity of build 
ing good will for their establishment because of the fre 
quent contact they have with the customers, both in per 
son and by correspondence. All of these contacts, so tat 
as possible, should set out the credit manager as the best 
salesman in the establishment and should display the 
His work is interest 
ing too, in his contacts with both the employees of his 


diplomacy of our career diplomat 


division and with the other employees of the establish 
ment. It should be his ambition to bring up the skill of 
his employees in customer contacts, to approach his own 


high standards.” 


Rawson Haverty, Vice President and Treasurer, 
Haverty Furniture Companies, Inc., Atlanta, Geor- 
gia: 

“Merchants to succeed, must be able to buy well, sell 
profitably and so satisfy customers that they return again 
and again. But for merchants who handle big ticket 
items this is not enough. Usually they sell on instalments 
and, in addition to the above, they must collect the money 
This last function is as important to success as are the 
others. No one point can be ignored without endanger 
ing the entire operation. 

“The farmer may plow, plant and cultivate and pro 
duce an outstanding crop, but unless he goes back and 
harvests what does it profit him? 

“Collecting is a part of the merchant's role. The col 
lection of the money should be in mind from the beginning 
of the sale. It is a disservice to the customer, and to the 
merchant, to make a sale to a customer obviously unable 
to pay. 

“If the collection effort is so long drawn out and ex 
pensive that the profit from the sale will be dissipated, it 
was an unwise sale. If the collection effort is unpleasant, 
so that the customer does not return again and again, the 
merchant's position is in danger. 

“To collect well requires a person of no little skill and 
experience. To ask for money and retain the customer's 
good will requires tact and personality. To listen, day 
after day, to the trials and tribulations of your fellow 
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man, to advise with wisdom, to act with justice, fairness 
and firmness, calls for patience and reliability. ‘These 
characteristics are not easily found in a man or woman. 
Yet collections depend upon such attributes 

“Credit and collection work is so important, so funda 
mental, that no merchant can run a well-balanced business 
unless he realizes its importance and is sufficiently familiar 
with credit procedures to adequately inspect and super 
vise the operation of that department 

Men and women entering the field of retailing should 
place as much emphasis on learning credits and collec 
tions as on learning selling and buying, advertising and 
merchandising. In most stores, the credit man is a key 
man of his organization. He participates in store meet 


ings and his counsel is sought in making decisions and in 
forming store poligy. 

Lhe spirit ot the credit and collection ofhice reflects 
the personality of the credit and collection person in 
charge. If, when a customer walks to the cashier's win 
dow, he is greeted with a smile and shown prompt and 
courteous service, this courtesy, this friendliness, this 
efficiency found in the cashier can almost always be 
traced back to the credit and collection man in charge of 
that department 

A young man well trained in credit and collection 
work is ina springboard position He can move upw ird 
within his chosen field, to positions of greater responsi 


bility, or in larger organizations; or he can move laterally 


ints selling and merchandising positions in the same 
organization. He will then be better prepared to make 
ind realize sound sales, than a man without the credit 
training And when successful in both fields, he 
position for advancement into the field of over 


igement 


George A. Scott, President and General Manager, 
Walker’s, San Diego, California: 


Speaking for this particular store I should like to 
admit as General Manager and President that until re 
cently | had not begun to have nearly enough apprecia 
tion for the important part credit pl ivs in total retailing. 
I had failed to realize that it was not the fact that half 
our business was done on a credit basis, but that in reality 
if this were not so we would not have i business at all. 
Not only that, but all records show that the credit cus 
tomer provides us with a much larger average sale which 
in turn means a higher net profit on those particular sales 
than is true on cash sales even though there are some 
additional costs to handling a credit transaction 

“Stores that grant proper credit in the proper way, 
and by that I mean in a way that is beneficial both to the 
customer and the store, do much toward the stability of 
our economy. Therefore, the manager of credit sales 
should and will, from this day forth in our store, find 
himself ind his job on a very muc h higher executive level 


than has been true in the past 





“Just imagine, we have divisional merchandise man Henry M. Doll, Sr., Secretary, Desmond's, Los An- 
agers who are responsible for and preside over geles, California: 
of the assets of our Company than does our r} 
cre 
ager and yet the executive level and the 
' , needed 
has been completely rever How incons 


] > 
retailers be That 1 is changed in 
rid ; + ] - | 
world of retailing and | 
bus nessmen nad womer 
energetic W 


and credit 


executives to get rong ide 
credit f l i eT o know 
fession 

! + 
implication 
individual 

‘In 

1 
can play 
finer things ott 1 ite di inswer 
in a large o the ery i t I the world 
just < an yenetit ind I irticipate n ) things 
which money and credit acquire for us tha ike life 
more worth while | ing We remember that the S 
nat ) I one hundred 

Americans used credit and points up ho 
distribution ot those things wh ( h make 
uny women 
way of life and keep them fron 


wond 
a tew 


Mrs. John A. Brown, President, John A. Brown 
Company, Oklahoma City, Oklahoma: 


Retailing is a ther ll ny game 


to think of our > workers as \ - ! h each men 


ber of the ul wot , 7 ‘ the enti rem! 
“ely pen a 


gor 
CONTROLLERS— 
CREDIT MANAGERS 


store I ach co-we 
one of the most 
our credit divisior 
The members of 
tool ‘cred In coopera with our merchand 
advertising divisior 
volume Their at . require 
sympathetic under | rot ci 
encounter every ad of roblem 


all walks of 


would give one any more satisfaction ? 
“Opportunities tor advancement 
forded young men and women who have 
work in this interesting field of retail « 
are qualified by e on, personality, init 
and industry The young man or won 
qualific itions may acquire experience ind 
i 


to supervisory positions and eventually 
’ 


manager of credit sales 
The manager les responsible 
training and direction ll those er 


portant work of interviewing, accounting, cashiering 


lecting, and adjusting No onder that 


recognizes the manage red . : 
executives of the store! ELLOGE<Z 
“Those with vision will see the tremendous future 
open to them in the field of retail credit. What a chal KELLOGG SWITCHBOARD AND SUPPLY COMPANY 


' Dept. 14-8. 79 West Monroe Street, Chicage 3, Ilinols 
lenge for young men and women 








he Granting Cred in Canada 


C. B. FLEMINGTON . . Canadian Correspondent 





A Salute to the Maritimes 


CARL B. FLEMINGTON, F.C.1., F.C.1.S., Secretary-Manager, Credit Bureau of Greater Toronto 


I' H AS req ently been my privilege to visit the Credit Perhaps | may be acc used ot bias. but n 
Bureaus in the Provinces of New Brunswick, Nova convinced me of two things 1) their recog: 
Scotia and Prince Edward Island, as an official representa real need for a strong credit bureau structure 


tive of the Associated Credit Bureaus ot Canada, and I their devotion to the cause of the Associated 


feel that our Canadian readers, in particular, would be reaus of Canada, with a determination t 


interested in knowing a little of the situation there responsibility for the furtherance of Assoc 
My understanding is that there really exist only two and purposes 


types of persons—those who are Maritimers and those It was a pleasure to visit the various bureau n 
¥ , ie 5 canis eal , ,’ 

who wish they were. We are subject to a lot of “ribbing in their respective offices and to meet with men 
in connection with our Maritime complex and all that their staffs. It was a source of great 
hut it has its compensations in an inherent philosophy of ng with. retail management to hear of 
life; a deep appreciation of our rich heritage of National sistance which is being rendered to then 
ve; rhs "ss tende “diate 
beauty, but with perhaps less tendency toward immediate reaus. In fact, I never heard one dispara 
acceptance of modern ideas and devices. As a native of Such an experience cannot help but impress 
the Maritimes, but one who also bears a deep affection tor real purpose for which credit bureaus are op 


4d P , - :, 
his adopted Province of Ontario, these apparent difter namely, to assist in the extension of sound cred 


. . > . o efe . . . le 
ences have a tempering effect one to the other, while reacts equally to the advantage of store and cus 
both contribute that “intangible something” to our 
()wing to geographical expanse it has been 
Canadian economy together with Quebec and the , j 
Ww p possible to hold a truly representative conterence 

estern Provinces 

. the Associated Credit Bureaus of Canada Loo 
Although the Credit Bureau idea was first conceived 
; Pa , the financial commitment relative to bureau n 
i aon “ngli ve UO years ago, it is only within . 
" enaon, REPaNe, © , yeats 5%, — attend ng trom pomts tar removed Nluch thought 
the past half decade that the peoples of the Maritimes, , ' 
deen given to a possible solution and some retiet fi 

largely of British stock, have themselves adopted this 
ettected through permanent lox ition mn W innipeg o 


innual meeting However, it would seem that 


medium for credit protection. ‘These Provinces have, in 
the main, consisted of smaller cities and towns, where , 
P merit exists in the establishment of zone conterence 
families have resided for generation after generation 
idea now under consideration by the Director 
where an intimacy has existed perhaps unknown else ; MI : Sa 
} i } ) j } ’ j i one exception, no aritime representatior la 
vhere ¢ where credit dealings have been considered on 
re } : and 1 c ‘ ‘ , e “ . . test at our meetings to date, but as a resu 
» bs ‘ ride of family. 
the he — “ a alae ; initiative. it is probable that ti 
Gradually, the old order has change« Juring the 
- a F rected and that a Maritime dir 
war years, Maritime centres were among the most im . : 
, In recognition of the part played 
portant in the world. The shipping lanes were busily 
reaus n servicing inter bureau request 
engaged and military strength of all services was con 
, isers, it was decided to offer assistance to tl 
centrated within their borders This brought about 
the holding of a two-day conference in Monct 


on May 28 and 29, at which I w 
our Association. This I considered an honour 
it constituted the first Maritime Credit Burea 


1 
ence ever to De held 


definite changes in the economic life of these Provinces 
Population doubled in some centres within a brief period 
and mass movement of individuals became a reality, where 


previously stability had reigned. 


Slowly but surely the need for cooperative action on 


th the —_ Soe a one th : 
the part of the retail merchant became apparent, which W the exception of Charlottetown, wh e Mar 


. 2 _— le annhined to } 
has resulted in the formation of seven credit bureaus J. A. Vatcher, was unfortunately confined “ 
within our Atlantic Provinces. These bureaus, located in pital, all bureau managers from the three } ' were 


. , rom ir enthusiast rticipatior 
Fredericton, Moncton and Saint John, in New Bruns n attendance and from their enthusiastic | pa 


‘ shintiaeeacliltiil . sails a er eer 
wick, in Halifax and Truro, Nova Scotia, Charlotte he proceedings, it left no doubt but that the action ot 


John’s, New \ssociation was both welcome and appreciated 


town, Prince Edward Island and in St. . 
the generosity of the Moncton Board ot Trade 


foundland, are the most recent additions to our Canadian 
chain but although new in operation and with limited space was provided for our meetings and we 
provided with full time secretarial issistance 
son of Mrs. Allie Tompkins, ethcient 


I ivles Secretary of the Board ot Trac 


knowledge of credit bureau procedure they are per 
forming worthily and are showing through thought and 
action that they are ready and willing to play their full | 
part in assuring the extension of sound consumer credit the local credit bureau 

in Canada, Mr. Eagles kindly acted 
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* OFFICE PROCEDURES * CREDIT AND°COLLECTION PROBLEMS 


Be Not Deceived by Appearances 


MANY SERIOUS losses are suffered by smaller bus 
nessmen that could have been prevented by the taking of 
simple precautions. Cur question and the answers of 
our panel members this month highlight the need for the 
smaller businessman recognizing the costly folly of fail 


ing to adopt sate and approved procedu t 


QUESTION 


Should credit be granted or checks cashed 
good appearance of the seeker of such sera 


safeguards do you recommend 


ANSWERS 


Eldon L. Taylor, Credit Manager, Glen Bros. 
Music Company, Salt Lake City, Utah: 


Checks should never be cashed or credit granted solely 
on the good appearance of the of such services 
The professional crook plays on the tendency of most 
people to attempt to judge them by appearances and will 
dress and act accordingly 

The best way to be reasonably sure in cashing checks 
to have the would be customer personally identihed by 
one of your employees Insist on identification such a 
lodge membership cards, union cards. In Utah liquor 
permits are considered good identification. Be careful 
of personal references that you are asked to call on tl 
phone, unless you know the reference and check 
phone number given you. 

If the would-be customer is asking tor credit obtain 
all information possible ina personal interview Phen 
check with your credit bureau to see if vou have been 
given all the information and the correct stors Most 
customers that have had unsatistactory credit experience 
will leave that information out. If you check direct with 
the references given, you will get only the satisfactory 
information, while the credit bureau records may show 


them as very undesirable customers 


W. O. Perlick, Credit Sales Manager, 
“Charge It” Service, Texas Bank & Trust 
Company, Dallas, Texas: 


Credit extended wisely can become a medium of in 
creasing your sales volume profitably. Unwise extension 
either by cashing a check or ccepting ar wcount without 
adequate information, can be costly 

How then is it possible for the smaller merchant 
take the necessary precautionary steps to protect hin 


against undue credit losses and returned cheeks? 
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Here are a tew steps that can be taken when cashing 


i check 


\. Know vour endorser 


B. Be wary ot checks w 


j 


t e returned 


to 


4 x Wary of ile 
by check 
1). Always remember— wher 
identity walks out of the 
Do not be rushed into 
\W itch « iretully rut-of-<« ao ’ t r checks, 
1] } 
it as two-party checks 
Do not | * appearance ot nfluence 


violat ny your good udgmet n < hing a check 


} 


Remember whenever you cas } ) ire 


that amount I ou sa the 


the ippearance and attitude of the cus 
tomer many times influence the merchant in the xtension 
of credit, but they should never be the only 
mak ng the final decision 
B weans, use the services oftered 
credit ul val supporte \ 
formation from your files as well as 
ices to the tullest extent They i! 


many capacities 


Kenneth Oetzel, Credit Manager, Boyd's, St. 
Louis, Missouri: 


hy 


Credit cannot be ecks be cashed, 


good appearance ot rson asking tor 
In granting credit, a report should be ob 
iined to learn about the person's background and _ his 
paying habits 
In cashing checks certain tundamental 


tollowed 


| It should | 
rubber stamp 


? It should bear 


commeretall 


3. It should be properly 


+. Know the firm issuing 


up its rating 


The cashing of personal checks 


Know the 


address and phone number 


verson who ts cashing 





2. Determine it he resides at the address given, or if Charga-Plates from local stores, paid utility bills and tax 


he knows the name of the people listed at that address receipts of recent date, savings bank books if running over 
3. Be sure that the two amounts on the check are in extended period (with an existing bank), several pieces 
identical, and that the date is correct *t mail‘of dittering recent d wr cards signifying mem 


' 
4. If the y j scib . o pt } i n untons, lodges or hosy insurance plans ind 


vourself rect = per t licenses (being sure to « iption, date 


5S. Does he ha in account ? 


The ibove steps should help n cutting down ' 


} ' more of the above i ocial secur 
check cashing If the cashing of checks is grow 
or ten-cent charge deper lit 
} j 


Alexander Harding, Credit Manager, John 


H. Pray & Sons Company, Boston, Massachu- 
setts: 


R. M. Wylie, Credit Manager, Weinstock- 


of the Lubin and Company, Sacramento, California: 


There 
Never in\ rh ru ‘ ; he quest on is to whether 

this » do , or cI rr » 4S i ‘ yood appearances 

set back th rty rT ‘ i! | | vv I bad previous qu 

tomer seeking 

check the tiles 

pearance of the TT y once sa d 

have one lan \ my tided and that 

the larny 

individu 

the ora t 0 ct Aevar s,s oO ! . ) < | i t ( Tt T nd Vv ¢£ ernment 
orade re 
of recent 


would not 


part 
anotl 
yoursel 
the 
pers 


unde 


Mrs. Dorothe Bolte, Credit Manager, Lyons 
Brothers Lumber & Fuel Company, Joliet, 
Illinois: 





To do more business profitably, and to help 
locate “lost customers,” always take a com- 
plete credit application from all new accounts 
and check these through your Credit Bureau. 
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Seattle, Washington 

James FE. Lee, Division Credit Manager, The Texas 
Company, Seattle, Washington, was elected president of 
the Retail Credit Association of Seat 

tle at a dinner meeting June 3, 1953 

Other officers elected were Vice 

President, John M. Gormley, Seattle 

First National Bank; Treasurer, Joe 

EF. Moore, Diesel Oil Sales; and 

Secretary, Myron T. Gilmore, Seat 

tle Credit Bureau 

Bourlier, Carnation Dairy; Paul 


Directors: Perry 


Hungerford, Seattle ‘Trust and Sav 

ings Bank; Robert Hannah, Bon 
Marche; Ludwig Pick, Warshal’s Sporting Goods Co. ; 
and Frank W. Price, Jean Hall. 

The Seattle Association, with a membership of over 
700, is one of the largest in the nation and is considered 
by the N.R.C.A. to be one of the most progressive. It 
ranks ninth in National membership. Plans for the com 
ing year include continuation of the educational program 
started this year together with additional features to 


stimulate member interest. 


District Two at New York 

At the annual meeting of District Two held in New 
York, N. Y.,.the tollowing officers and directors were 
President, Arthur K. Carmel, Industrial Bank 
of Schenectady, Schenectady, N. Y.; Vice President 
Edward M. Gallagher, Swern & Co., Trenton, N J 
Secretary- Treasurer, Elsie M. Taylor, Williams ‘Tire & 
Rubber Co., Troy, N. Y.; National Director, Arthur H 
Carmel; and Alternate National Director, Edward M 
Gallagher Directors: Joseph M. Struck, Flah & Co 
Syracuse, N. \ Alfred S. Roberts, Kresge-Newark, 
Newark, N. J.; Francis Dockendorf, McManus & Riley 
Albany, N. Y.; Carl W. Liss, Carl Liss Appliances 
Schenectady, N. Y.; Paul King, Union Fern Co., Albany 
N. Y.; Philip Gleason, Abercrombie & Fitch, New York, 
N. Y.; and Rose DeSocio, Rosenbaum’'s, Elmira, N. Y 


elec ted 


District Eight at Houston 

At the annual meeting of District Eight held in Hous 
ton, Texas, the following officers and directors were 
elected: President, R. R. Thomas, Shamrock Oil & Gas 
Corp., Amarillo; First Vice President, W. ©. Perlick 
‘Texas Bank & Trust Co., Dallas; Second Vice President 
Fred Cimmerman, The Fashion, Houston; Secretary 
lreasurer, J. E. R. Chilton, Jr.. Merchants Retail Credit 
Association, Dallas; and Assistant Secretary, Chellie Sue 
Association, Dallas 
Elizabeth McLaughlin, Leon’s, Tyler: B. T. 
Caldwell, First State Bank, Odessa; F. M. Boyd, Ander 
son Furniture Co., Dallas; Douglas Wood, R. E. Cox 


Bragg, Merchants Retail Credit 
Directors: 
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Dry Goods Co., Waco; Aaron B. Littman, Gen Jewelry 
Co., Beaumont: Robert Steelsmith, Wolff & Marx Co 
San Antonio; Roland Bratton, Fort Worth National 
Bank, Fort Worth; J. B. Moreland, Southern Union 
Gas Co., Austin; M. J. White, Manske Motors, Browns 
ville; Mrs. Ollie Ward, Dr. E. L. Garrison, Port 
Arthur; R. M. Green, First National Bank, Amarillo 
John L. Tallent, Sherwin-Williams Co., Dallas; Mrs 
Blanche Bunch, Ellison Furniture Co., Fort Wort! 

Earl J. Lenney, Magliolo Clinic, Dickinson; FE. C. Pay 
ton, Dallas Power & Light Co Dallas William |! 
Cofer, Neiman-Marcus Co., Dallas; Raymond Morrow 
Shaw's Jewelry, Fort Worth: Mrs. Frances Hodges 
White House Market, Wichita Falls: and H. ©. Sin 


Magnolia Petroleum Company, Little Rock, Ark 


District Nine at Ogden, Utah 

At the annual meeting of District Nine held in Ogdetr 
Utah, the following officers and directors were elected 
President, Margaret Scouler, Hopper Furs, Denver 
Colo.; Vice President, John W. Lee, Husky ¢ 
Cody, Wyo.; and Secretary- Treasurer, Donald H 
Credit Bureau of Greater Denver, Denver ok DD 
Wayne Stratton, C. & S. Oil Co., Portales 
N. M.; Harold Lambert, Burton Lumber & Hardware 
Co., Salt Lake City, Utah; H. A. Thompson, Neusteter’s 
Coloradc 
Springs, Colo.; Lucille Wright, Sears Roebuck & C« 
Pueblo, Colo.; John Ward, Lovelace Clinic, Albuque 
que, N. M ind William DeMik, Fred M. Nve 
Ogden | tah 


rectors 


Denver, Colo.: Ray Stein, City Utilities 


District Ten at Victoria, B. C., Canada 

At the annual meeting of District Ten held at Vix 
toria, British Columbia, Canada, the following officer 
ind directors were elected: President Hartug 
Standard Oil Co., Spokane, Wash.; Vice President, W 
G. Wiley Jr., St. Paul and Tacoma Lumber Co 
Tacoma, Wash Avadana Cochrar 
Credit Bureau of Kitsap County, Bremerton, Was! 
ind Field Secretary, Walter A. Jensen, Pacific Nort! 
West Council, Portland, Ore Directors 
bold, Weinberg’s, Butte, Mont Hugh 
Berg Co., Portland, Ore.; Frank Brennand, Woodwar 
Ltd., Edmonton, Alberta, Canada; Harry Buker, Biggs 
Motor Co., Vancouver, B. C., Canada; George Marshall 
National Bank of Commerce, Seattle, Wash.; L. | 
Stairet, Washington Water Power Co., Lewiston, Idah« 
Earl Bloomquist, Union Oil Co., Great Falls, Mont. 
Forrest Hardin, Seattle First National Bank, Moses 
Lake, Wash.; Jack Gillis, Royal Hospital, Victoria, B 
C Canada; William A. Kellogg, H. O. Seifert Co 
Everett, Wash.; and Ed Brandt, Old National Bank 
Spokane Wash 


Secretary- Preasuret 





Omak, Washington 
The officers and directors of the newly organized Retail Credit 


Association of Omak-Okanogan, Omak, Washington, are President 


David Owens, Standard Oil Co.; Vice President, Walter Schalow, 


Schalow’s Grocery; Treasurer, Henry Lang, Daulph Brothers; and Sec 
retary, Charles H. Grimes, Credit Bureau of Okanogan County. Direc 
tors: Paul F. Maley, Maley’s Service; Claire Pentz, Pentz Furniture Co. ; 


Walter Hink, Men’s Store; John Pewthers, Brownson Lumber Co.; 


Kenneth Hove, C. E. Blackwell & Co.; and Del Erken, Pacific Telephone 
and ‘Telegraph Co. 
Sacramento, California 

The new ofhcers and directors of the Retail Credit Club of Sacra 
President, Joe O'Brien, Standard Oil 
Co.; Vice President, Douglas Nelson, W. A. Sutton Co.; and Secretary 
Treasurer, Frances Chapman, The Medical Clinic. Directors: Wjllian 
Anderson, De Von’s Jewelry; Olga Furu, Burton & White Motors; and 
Elayne Nocetti, Dohrman’s. 

Edmonton, Alberta, Canada 


At the annual meeting of the Credit Granters’ Association of Edmon 


mento, Sacramento, Calif., are 


ton, Alberta, Canada, the following officers were elected President 
George Oldaker, Hayward Lumber Co., Ltd.; Vice President, Gordon 
Shaw, Imperial Oil Co., Ltd.; and Secretary-Treasurer, C. H. Williams, 
Credit Bureau of Edmonton. Directors: R. O. Soley, Johnstone Walker 
Ltd.; E. Preddy, Imperial Bank of Canada; Mrs. Jessie MacPhersor 
Walk-Rite, Ltd A. Knowler, H. Kelly & Co., Ltd.: D. Wolochow 
Henry Singer, Ltd.; Miss B. Campbell, National Home Furnishers; and 
Miss M. Greenwood Manshall-Wells Alberta, Ltd 


Boston, Massachusetts 

The tollowing officers and directors of the Retail Credit Association 
of Boston, Boston, Mass., were elected recently President, Miss Frances 
Hernan, Massachusetts General Hospital; First Vice President, Frank 
Mullett, Boston Edison Co.; Second Vice President, William Kirby 
Gilchrist Co Treasurer, Rowe A. Gladwin, Retired; and Secretary 
William J. Starr, Credit Bureau of Greater Boston Directors Alex 
ander Harding, John H. Pray & Sons Co.; Bernard Eyges, Leopold 
Morse Co.; and Miss Syd Peters 

Chicago, Illinois 

Lhe new ofhcers and directors of the Retail Credit Association of 
Cook County, Chicago, HL, are President, Wallis G. Hocker, Chas. A 
Stevens & Co.; First Vice President, Dan Moses, Sears Roebuck & Co 
Second Vice President, James R. Tranker, Socony Vacuum Oil Co.: Se 
retary, Carl S. Hobbet, Credit Bureau otf Cook County ind ‘Treasurer 
Robert H. Goehmann, The Arrow Petroleum Co. Directors: R. A. Brin 
Northern Home Furnishings Co.; Joseph Bonnem, Modern Times Finance 
Co.; Paul Brownell, Wm. Y. Gilmore & Sons; Lawrence Burkhardt 
Maurice | Rothschild ee Gilliland, Pullman Trust and Savings 
Bank; Robert M. Hartle, Morris B. Sachs, Inc.; Raymond C. Mihn 
The Fair Store; Russell B. Mitchell Peoples (sas & Coke Co Nora (¢ 
Payne, Bob Waller Buick Co.: and J]. L. Schneeberger, The Bordon Co 


Peters Employment Service 


Kansas City, Missouri 

At the annual meet ng of the Retail Credit Asso 
City, Kansas City, Mo., the following officers and directors were 
President, Henry M. Kammerer, |r., Home Rug Cleaning Co.; Fi 
President, George li Woolf Brothers; Second Vice President 
Winchester, Peck’s: and Secretar l reasurer, A. I Dye, ¢ 
of Greater Kansas City Directors |. M. Boone, Katz 
Harry E. James, Standard Oil Co.; James L. Martin, Socor 
Oil Co.; R. C. Hunt, Craddock Uniforms; and J. E. Pennyt 
Bell Lumber Co 

Butte, Montana 

The new officers of the Butte Retail Credit Association, Butte 
are: President, Len Waters, Len Waters Music Supply Co.; Vice 
dent, Helen Lybold, Weinberg’s Treasurer, Valeta Stabler, G 


Shoe Ce ind Secretary, Rose Shaw, Credit Bureau of Butte 


RRRRRRRRBAREREEREREREREREREREREEERES: 


An Effective 
Sticker 


HAS IT OCCURRED (gry 
Hg 9 
that your unpaid account, if en 
tered against your record in the 
files of the credit bureau, may 
jeopardize your credit standing? 
The National Retail Credit As 
sociation, of which we are a4 
member, is an international or 
ganization and in the files of its 
affiliated credit bureaus are main 
tained accurate, up-to-date rec 
ords on millions of credit cus- 
tomers. 


@ PLEASE protect your credit 
standing by making payment NOW 


A new sticker, the wording of 
which should influence chronic 
slow-paying customers to mend 
their ways. Tied in with NR.C.A 
membership and Bureau affilia 
tion, it will command attention 


Only $ 3-00 a thousand 


National Retail Credit Association 
375 Jackson Ave., St. Louis 5, Mo. 


PAST DUE 
STICKER 


The Credit Bureau 


There is a Credit Bureau in 
this community that keeps a 
record of the manner in 
which you pay your bills. Its 
files are open to every credit 
granter 

As a cooperating member 
we furnish the Bureau a list 
of slow and unsatisfactory 
accounts If your past due 
account is reported to them, 
it may affect your credit 
record 

Guard your credit by pay 
ing all bills promptly 


This CREDIT BUREAU sticke 
carries an excellent educational 
message and should be used on 
accounts more than 60 days past 
due Order from your local 
Credit Bureau or National Office 


Only $ 3-00 a thousand 


National Retail Credit Association 


375 Jackson Ave., St. Louis 5, Mo. 
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JOHN F.CLAGETT, Counsel, National Retail Credit Association, Washing! 


Annual Report 


The Subject of Controls: ‘Whe period of 
year, which is covered by this report, was, for 
time since the beginning ot the Korean conflict, free of 
controls on consumer credit. But the question of con 
tinuing price and wage controls, and of reviving credit 
controls, was not free of the active attention and advocacy 
of the protagonists of regulation Starting in the fall of 
1952, the CIO for example, in its Annual Report issued 
in November, noted that price and w ive controls were 
scheduled to terminate in April 1953, and production and 
other controls were scheduled to terminate in June 1953 
and came out with a recommendation for “standby con 
trols 6: 

As this is written so-called standby , rocedures and au 
thority, including the subject of credit controls, have been 
written into a bill by the Senate, with the provision, how 
ever that such authority can be invoked only upon a 
declaration of war or after a resolution adopted by the 
Senate 

Your Washington representative continued to be on 
the alert with respect to economic trends, which might 
lead to revival of credit controls, or afford ammunition 
against such controls. It was noted that total consume: 
credit increased from $20,932,000,000 in January 1952 
to $25,705,000,000 by the end of December of that vear 
according to the Federal Reserve Board tables Lhe x 


figures, it should be noted, are based on the “revised 
method of computing consumer credit statistics” published 
by the Federal Reserve System for the first time in April 
1953 The new method increased the December total 
from $23,975,000,000 to the higher figure noted im 
mediately above 

Ihe past year was likewise a period of relative inaction 
on legislative proposals or matters, since it Was accepted 
as a matter of course that such proposals as garnishment 
or revision of the wage-earnet provisions of the Bank 
ruptey Act would receive scant attention in the last s« 
sion of the 82nd Congress. Similarly the new Congr 
would not only have to be organized, but consider and 
adopt much urgent legislation in the domestic and foreign 
fields before there was a chance that committee or other 
consideration could be given to these or other matter 


in which N.R.C.A. was interested 


The Curtis Garnishment Bill: During the 
your Washington representative on several occasions took 
up one phase or another of the garnishment quest 


However, before action crystallized through the Legisla 


tion Committee, a bill was formulated and introduced in 


the Congress 
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It was as\ t see that Representat t Dhon is 
Curtis Repu ‘ican, Webster Groves, Missour 
advocate of sound governmental practice | 
duced on March 2, 1953 his bill, H.R 


vided for “garnishment, execution o1 
ye or laries of civil officers and en ploy 
United States 


This bill was in fact the same bill 


whi 
dvocated and supported 
as the Ketfauver bill except 
clarifving new section on the matter « exen 
cially applicable to federal employees 

With Congressman Curtis pushing this 
House, and with friendly s ( assur 


Ketauve 


effect, a revival of his own bill 


on the part of Senator 


the volden opportunity tor upporters irn shment 


legislation to obtain this long needed law, benefiting as 


it will broad segments of the public 


Postal Money Order Form: 


need for revision of the postal money order form 


The question of the 
Dy re 
nclusion of the word “address” below the line pt 
for the remitter’s name, has been on the Washir 
wenda 

Contact has been maintained with the 1) 
Money Order of the Post Office Department 
summary stated that there ippears 
mediate prospect ot a change in the present tor 
the other hand an awareness of 
created, as will be indicated in forthcomi 
Department in publicizing the problem of the 


remitter 


of writing in the address of the purchaser or 
before the money order is mailed to the intended re 
cipient In other words, within a short time 
will be ready for distribution to Post Offices advertisin 
it, in particular, where money orde ire sent to public 
utilities, finance companies, mail order houses, department 
stores, and the like, the remitter should himself write his 
own address on the form below the line provided for his 
name. ‘The purpose is to ensure quick and pro 
When this publicity program gets under way, it w 
afford a special opportunity for these large recipients of 
money order payments to similarly publicize this problem 


patrons and customers This might go a long 
way toward alleviating the criticism which has been fre 
quently voiced against the new money order 

It would be well to point out here that the new mone, 
order torm, adopted in July 1951, was designed to save 


money ()ne purpose was to permit tabulations ot mone 
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(Begin 


ning on Page 14.) 
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Hats Off 


To New Orleans! 


HERE IS satisfaction in a ‘‘job well done’’ and judging from the 
remarks of delegates, they were highly pleased with the New 
Orleans Conference. 


The constructive Credit Forum program on Monday afternoon was 
diversified and enlightening and the participants are to be congrat 
ulated for their contributions to a highly successful meeting. 


The Conference convened on Tuesday, with an excellent panel 
discussion on Sales Promotions. The inspirational address, ‘‘The Un 
finished Dream,’’ delivered by Arthur C. Horrocks, Public Relations 
Counsel, The Goodyear Tire and Rubber Company, Akron, Ohio, was 
enthusiastically received, as evidenced by the prolonged applause, and 
will long be remembered. 


On Wednesday morning the panel on ‘‘Collections’’ handled that 
subject in an interesting manner and delegates present were rewarded 
with many constructive ideas. 


Again on Thursday morning there was a panel discussion, par 
ticipated in by Credit Managers and Bureau Managers. The subject 
‘*Serving the Credit Granter’’ was covered in a very constructive man 
ner. It was followed by a most practical and appropriate address 
‘*You Can't Be a Boss,’’ by John C. Faris, Manager, Customer Business 
Department, Union Electric Company of Missouri, St. Louis, Missouri 


All in all, the addresses and panel discussions were outstanding 
and contributed greatly to a highly successful conference. 


The group meetings on Tuesday, Wednesday and Thursday after 
noons were well attended and enabled those present to take home many 
worth-while ideas. The suggested operating short cuts, successful 
credit sales promotion and collection ideas will pay dividends. 


The entertainment was delightful. On Monday evening there was 
a ‘‘Get Together’’ at a cocktail hour; on Tuesday evening a Mississippi 
River trip on the steamer ‘‘President’’ which was chartered for the 
occasion, with dancing and entertainment until midnight. It gave 
delegates and guests an excellent view of the New Orleans skyline. 
For the visiting guests there were ‘‘Walking Tours’’ of the French 
Quarter on Tuesday morning and a bus sight-seeing trip Wednesday 
morning. 


The banquet Thursday evening was unique in that the Grand 
Ballroom program was duplicated in the University Room, with a 
band, dancing and floor show in each room. The New Orleans Com 
mittee felt that this would be preferable, making it unnecessary to 
clear the Grand Ballroom to accommodate the overflow from the Uni 
versity Room. 


Registration of 1,243 was the second largest in the history of the 
National Association. 


Hope to see you at the 40th Annual International Consumer Credit 
Conference in San Francisco, California, July 19-22, 1954. 
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